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Pace Student
For the Person of Receptive Mind
March, 1926
Elijah Watt Sells
THE bust of Elijah Watt Sells, made by the great sculptor Gutzon Borglum, not only records imperishably the kindly countenance and fine lineaments of the great accountant, but in a striking manner 
personifies for all time the investigative and inquiring habit of mind 
which characterizes the public accountant at work.
Study, if you will, the accompanying reproduction of the bust.
Note the poise of the head, the keen but kindly look of inquiry, the 
searching demand for facts. The artist has caught and recorded the 
very spirit of the investigative accountant. He has portrayed a 
countenance keenly investigative, but illumined by human sympathy 
and kindly intent. He has created an ideal as well as a likeness.
Borglum has served well not only the family and immediate asso­
ciates of this great American accountant, but has rendered a note­
worthy service to Accountancy. Reproductions of this remarkable 
work should be given wide distribution among accountants.
Volume XI 
Number 4
Published in the interests 
of a Greater Accountancy
CONTENT of the MAGAZINE
Cover: A Portrait of the Gutzon Borglum Bust of Elijah Watt Sells.
Editorials....................................................................................................... ... 1-3
The Proprietorship Type of Mind........................................................................................4
Class Picture, Graduating Class of 1925.........................................................................6
Determining Profit and Loss on Basis of Memorandum Records .... 7
Job Insurance......................................................................... ....... ............................................ 10
Meeting of Cost Accountants . . . ..........................................................................11
Installment Sales of Personal Property.........................................................................12.
Dr. Joseph J. Klein, C. P. A., Says:........................................................................................13
Equipment Records.............................................................................................................................14
Recent Illinois Accountancy Legislation Held Unconstitutional . . .15
College Men Wanted............................. .......................................................... 19
Accountancy as a Vocation.......................................................................................................2.0
Frederick G. Colley, C. P. A., says:............................................ ...... . ... 2.2.
Good Personality—What is It? .........................................................................2.3
Pace Student
magazine for the student—for “one who practices studying and investiga­
tion”—and, generally, for all persons of receptive mind, published monthly 
by Pace & Pace, of 30 Church Street, New York, at a yearly subscription 
price of $3.00
Homer S. Pace, Editor Charles T. Bryan, Associate Editor
Robert S. Pace, Managing Editor
Copyright, 1926, by Pace & Pace
Vol. XI March, 1926 No. 4
A New Dress
YOUR magazine, The Pace Student, 
was issued last month in a new dress.
For ten years and more it has appeared 
month by month, unaffected by war, 
printers’ strikes, and paper shortages. 
During all these years it has preserved 
its original type dress.
Fashions change, and the eye wel­
comes new forms and new designs. 
You enjoy a new suit or a new auto­
mobile even before the utility of the old 
is exhausted. Likewise, we think you 
will enjoy the new dress of The Pace 
Student, even if the old would serve still 
longer. We believe you will find the 
type more pleasing to the eye and more 
readable than the old; and, in addition, 
you will profit, we believe, by the new 
features that are to be added, a few of 
which appear in this issue.
The name of the magazine remains 
the same, notwithstanding the fact that 
its scope extends far beyond a school 
publication. In this great country of 
ours, the editor is pleased to think we 
are all students. Mature men and women 
in the United States, unlike the citizens 
of other countries, go to school as a 
matter of course.
The Pace Student serves the person who 
wants to learn—the person who still 
holds a receptive attitude of mind with 
respect to the acquisition of knowledge. 
If you belong to this fortunate group, 
we believe this magazine will be a 
welcome visitor to your home and office. 
Balieff, in Chauve-Souris, in his in­
imitable way, requested the members of 
each audience, if they were pleased with 
the show, to tell their friends about it. 
We likewise suggest, if you like The 
Pace Student, that you tell your friends 
about it and suggest that they subscribe. 
The subscription price is nominal—the 
returns are really substantial.
Attention is called to the re­- production elsewhere in this issue, 
of the full text of the opinion of the 
Supreme Court of Illinois, rendered on 
February 18, 1926, by which the 
recent accountancy legislation in Il­
linois is held unconstitutional, and 
the former status of certified public 
accountants in that state is restored.
This decision wards off a grave 
danger to accredited practitioners of 
Accountancy. A careful review and 
analysis of the decision will be made 
in a later issue of this magazine.
—The Editor.
As to Installations
IN which are you more interested, the 
practical working out of your idea or 
the matter of obtaining credit for origin­
ating the idea? If the accountant can 
find a way of letting a factory super­
intendent, an office manager, or a book­
keeper originate a considerable part of 
the procedures or accounting records to 
be installed, and is willing to give the 
other fellow credit, to deny himself part 
of the glory for the ideas, it is ten to one 
the system will be a success. If self­
glory is the principal objective of the 
accountant, and he continually seeks to 
impress the fact that every detail is the 
product of his own fertile imagination 
and constructive ability, it is ten to one
that the system will not work.
A working organization, including
all its minutia of forms and rulings, 
lives only through the people who 
operate it. It must not only be thor­
oughly in the minds of the people who 
operate it, but it must be of them and a 
part of them. Participation in its con­
struction begets loyalty and support for 
the system and tends to smooth out the 
rough spots, which no one, no matter 
how wise, can entirely foresee and 
prevent.
Why Not Fascinating?
WASHINGTON as an accountant— 
as a methodical recorder of finan­
cial and other facts—evidently makes no 
appeal to the radio editor of the New 
York Herald-Tribune—to portray him 
thus, shows him “in a seldom accented 
and not particularly fascinating light,” 
says this romantic reviewer.
Why not fascinating? Would it help 
if he had been careless, disorderly, 
profligate? Should he always be cross­
ing the Delaware? Mathematics in one 
form or another have fascinated many 
people, including George Washington, 
who was an accountant, surveyor, and 
strategist—they do not ordinarily fas­
cinate, it is true, people of literary 
instincts, artists, salesmen, and many 
others who run more to emotion than 
to science. Every man is entitled to pick 
his own fascinations, but let’s stick to 
the facts about the very practical man 
who used his orderly brain to get us 
going. The review follows:
The so recent epidemic of discussion 
about the habits of George Washington 
found a highly specialized echo from 
WMCA last night. The talk delivered 
by Alfred Upson gave little conflict to 
the recent statements of Mr. Rupert 
Hughes, thereby avoiding a wholly 
one-sided and necessarily unconvincing 
argument; it did show George Washing­
ton in a seldom accented and not par­
ticularly fascinating light, as an ac­
countant. Whether Washington gains 
honor by virtue of his accounting 
habits, or whether accountancy receives 
glamour because of Washington’s prac­
tices, was not easy to decide from Mr. 
Upson’s remarks.”
Judging is BALANCING an ACCOUNT 
and determining on which side the odds 
lie.—Locke.
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A Word for the Examiner
HE conduct of examinations for the 
certificate of certified public ac­
countant is one of the most useful ser­
vices rendered by individual accountants 
to the accountancy profession. The 
preparation of questions in law, theory 
of accounts, and auditing, and of propo­
sitions in practical accounting, is an 
arduous task in itself; but small in com­
parision to the work of reviewing 
answers and solutions submitted by 
candidates. Thousands of pages of 
manuscript are reviewed each year by 
the examiners in each of the states in 
which accountancy is well established. 
The work, aside from the burdens it 
imposes as to time and judgment, often 
imposes a serious eye-strain upon men 
who have fully enough of this sort of
work in their daily occupations.
A number of the boards have adopted
the practice of coming together for a 
meeting shortly after the papers are 
turned in, at which the work of grading 
papers is concluded in a day, two days, 
or a week as occasion may require, all 
other work being set aside for the time 
being. The members of one board get 
together in this way at a resort city in 
their state, where, free from the in­
terruptions of their own offices, they 
can perform their important work in 
the shortest period of time.
No small part of the work of a board 
of examiners is to receive and pass upon 
applications for admission to the ex­
aminations. It is surprising how many 
persons entirely unqualified to sit in a 
C. P. A. examination attempt to con­
vince the examiners by one process or 
another that they are entitled to such 
privilege. In some states candidates 
and prospective candidates have direct 
access to examiners, which increases 
the burden of the work. In New York, 
under the present arrangement, all 
communications with regard to exam­
inations and all applications must be 
sent to the State Education Department 
at Albany, which communicates as it 
sees fit with the members of the board. 
This plan is a great protection to the 
examiners and in the end, under the 
New York conditions, produces re­
sults that are more satisfactory than
when direct access is had to the ex­
aminers.
The examiners who prepare and grade 
the examination questions of the Ameri­
can Institute of Accountants perform a 
laborious and important task. These 
examinations are used not only in the 
tests prescribed for admission to the 
Institute, but by the boards of certified 
public accountant examiners in more 
than half the states. The findings of 
this board of examiners are, of course, 
not mandatory on the state boards co­
operating with them, but are often, 
after review, adopted and made official 
by the latter. Uniform standards have 
thus been set throughout the country, 
and much benefit has accrued to ac­
countancy in general by reason of the 
unselfish work of the accountants who 
comprise the board.
The early boards of examiners were 
composed largely of men who had re­
ceived only practical training for the 
practice of accountancy. Boards are 
now largely composed of members who 
came into accountancy practice by way 
of instruction in professional schools. 
This condition is of good omen to 
candidates for the reason that an ex­
aminer who has been educated in a 
school of accountancy, and who has in 
his own person passed a certified public 
accountant examination, is presumably 
better qualified, when his theoretical 
knowledge is properly supported by 
experience, to test candidates than is 
an examiner who is trained only in the 
school of experience, and who, it 
may be, received his certificate by 
waiver.
Candidates are free enough to express 
adverse criticism with regard to the 
form of questions and propositions, and 
particularly with regard to the grades 
given if they are unfavorable; but few 
understand the deprivation that these 
examiners suffer for no reward other 
than a sense of duty well performed. 
While it is admitted that the examina­
tions now given are not ideal, it should 
be remembered that steady progress 
is being made. The hard-working 
examiners should be encouraged by 
constructive suggestions rather than 
discouraged by adverse and ill-consid­
ered criticism.
"Saving Face"
THE Chinese have great use for what 
is described in English as “saving 
face.’’ Each Chinaman, from mandarin 
to coolie, feels obliged to create the 
impression that he is what he should 
be, whether he is or not. That sounds 
complicated, but it really isn’t. You
“save face’’ whenever you offer an ex­
cuse for failing to do something that 
you should have done and could have 
done, but have not done.
Let us say, you should have saved 
something last year, but you didn’t— 
your failure was due to sickness, in­
creased rent, needed recreation, but 
never to your own inability to control 
your expenditures. You thus “save 
face’’ by a perfectly good excuse.
Let us say, again, you know you 
should have increased your income 
ability last year by systematic training 
of some kind or another, but you didn’t. 
You justify yourself by saying you bad 
some night work at the office, social 
obligations to meet, or were feeling a 
bit off in your health. You thus “save 
face’’ by another perfectly good ex­
cuse.
Practice makes perfect in the art of 
making excuses. If an excuse is a bit 
lame the first time it is offered, it may 
be improved with each repetition until 
it becomes a real work of literary and 
psychologic art-. An excuse thus artist­
ically developed has often gone beyond 
mere justification, and has extended con­
gratulations to its author.
Excuses oftentimes become so good, 
so appealing, so full of art, that they 
deceive the maker as well as his hearers. 
You may know a person who is not 
used well by his family, by his employer, 
or by the world in general. It is ten to 
one his grouch is a product of his own 
self-hypnosis—a development from his 
own excuse-making for not having done 
those things he knows he should have 
done. His mental state is induced by 
his attempt to play the game by excuse- 
making, rather than by result-getting.
I know a man who has five perfectly 
good reasons why, at age fifty, he has 
no savings or property of any kind. His 
reasons, good as they are, give him ho 
standing with Bradstreet or Dun; and
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they cannot be used as collateral in 
making a loan.
I know another man who has given 
me a dozen reasons—good reasons all 
of them—why he is still a general clerk 
at age forty. These reasons do not take 
the place of the income and recognition 
received by the man above him.
Some students in evening schools—- 
in Pace Institute, as well as in others— 
drop out shortly after beginning their 
work. They offer to their friends what 
appear to be perfectly good excuses for 
their failure to go ahead; but usually 
the student is merely “saving face” by 
giving an artful explanation for failing 
to carry on in his undertaking.
You know these foibles as well as I 
do. Neither of us would think of men­
tioning them in public—they are now 
said in the strictest privacy—to you, 
in the seclusion of your home, by me, 
in this most intimate of magazines.
But think the excuse matter over, 
brother, think it over. The basic idea 
of “saving face” is a good one because 
it indicates that a man thinks he has a 
face to save, or a standing or reputation 
that must be conserved. The thing to 
remember, however, is that “face” 
should be saved, not by excuses, but by 
performance.
Work Habits
WHAT is a “work habit?” A 
 work-habit, we should say, is the 
customary way you have of getting 
your work done, and is the result of a 
number of different personal tendencies.
You are punctual in getting to your 
work and in performing each little task, 
as a matter of habit, or you are careless
and uncertain in this respect.
You either push each job along 
energetically, as a matter of habit, or 
you postpone it and carry it on your 
mind as uncompleted work until it is 
imperatively necessary that it be per­
formed.
You are precise and exact in every­
thing you handle, as a matter of habit, 
or you are general and careless and un­
specific in what you do.
You are either enthusiastic about 
your work and your relation to it, as a
matter of habit, or you are pessimistic 
and uninterested with respect to it.
You are friendly and cooperative with 
your fellow workers, as a matter of 
habit, or you are touchy and ready to 
take offense.
You may have several tendencies on 
the constructive and affirmative side
John T. Madden, C.P.A.
Dean, School of Commerce,
New York University
CERTIFIED public accountants the country 
over have been delighted by the appointment 
of John T. Madden, an active and prominent 
member of the New York State Society of Certified 
Public Accountants, to the Deanship of the 
School of Commerce of New York University.
The School of Commerce, as is well known, was 
a pioneer in the field of accountancy and business 
administration education, and its methods have 
been followed to a large extent by the colleges and 
universities of the country in establishing similar 
schools or departments of instruction.
Dean Madden is a graduate of the school of 
which he now becomes the head, and has for sev­
eral years served as Assistant Dean. He brings 
exceptional qualities of leadership and technical 
fitness to his work, and his appointment insures 
the continuance of the close relations that have 
existed between the School of Commerce and certi­
fied public accountants since the foundation of 
the school, twenty-five years or more ago.
and one or more of an inhibitory and 
negative nature.
Out of all your tendencies with 
respect to your work, comes a general 
composite that may be called your 
“work-habit.”
A good work-habit invariably means 
success, no matter whether you work in 
office, store, factory, school, or home. 
You can develop a good work-habit if
you give conscious thought to each of 
the tendencies that determine your 
general attitude toward your work and 
take care to develop each tendency on 
the constructive and affirmative side.
George Washington had the exact 
and methodical work-habits of the 
accountant. He planned each daily 
task, each household expenditure, each 
planting of crops, with the same care 
and precision that he planned each move 
of the Continental armies. He had 
qualities of thoroughness, of persever­
ance, and of constructive imagination, 
as well as great will-power;.' but his 
results were all obtained by reason of 
careful planning and the systematic and 
precise performance of each task neces­
sary to the fulfilment of his plan. Biog­
raphy and current observation prove 
that each successful man has thus had a 
good work-habit—an every-day pro­
cedure by which each task has been 
performed expeditiously and well.
Analyze your work-habit with re­
spect to the component parts indicated. 
Be frank with yourself—locate and 
acknowledge your own weaknesses. 
Then, starting with today, give con­
scious thought to better performance 
along the lines of your weaknesses. 
Do this day after day until the habit of 
better performance is obtained and your 
general work-habit is improved and 
strengthened, and until you are in full 
possession of the rewards of industry 
well directed and agreeably performed.
Public Speaking by Air
THE orator for many generations has 
fought a losing battle with the 
writer in the matter of influencing pub­
lic opinion. The race of orators became 
extinct with the passing of William
Jennings Bryan. Where is there another? 
Sermons for a generation have been 
preached to more empty pews than to 
full ones. Demosthenes, were he living, 
would probably be unknown in a 
country in which the circulation of a 
book or magazine may run into the 
millions.
But science has come in the nick of 
time, while the tradition of public­
speaking is yet alive, to save the art. 
The human voice, communicating not
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only words but inflections and emphasis 
and emotions, is again competing with 
the printed page. Two million persons, 
it is said, listen to Dr. Cadman each 
Sunday afternoon. The President of the 
United States speaks directly to millions 
of citizens. Roxy has audiences far be­
yond those of any previous entertainer. 
Gesture and facial expression are lack­
ing in public speaking on the air, and 
much is yet to be learned before the
The Proprietorship Type of Mind
Getting on in Business  
An Analysis of Success Factors  
SUCCESS in business to most of us means success in a job of one kind or another. A small number of 
persons, comparatively speaking, are 
engaged on their own account in busi­
ness or in the professions. Jobs are 
every day becoming more numerous and 
the independent conduct of business is 
becoming less common. How many 
chain stores are there in your neighbor­
hood? The manager of each one is a 
job holder—he is not a merchant on his 
own account. How many chain stores 
were there in your neighborhood ten 
years ago? The whole tendency in these 
days of organization is toward the job 
and away from independent business.
You may not like this tendency— 
you may say it restricts individual 
development—that it makes job-holders 
of us all. Very well, but what are you 
going to do about it? Certain economies 
are obtained by organization and by 
standardized production, and you and 
I might just as well learn to play the 
game as it is—we cannot make the 
conditions over to suit our individual 
fancies.
And this game of business being as it 
is, you are probably holding a job; and 
your son, in his turn, must start his 
business career in a job of some kind 
or another. It is a vista of jobs here, 
there, and everywhere.
Now, there are two sides to this job 
business—there is an employer and an
method will be fully effective. Dr. 
Cadman’s voice, say it softly, is both 
husky and raucous; but we forgive him 
in view of the newness of his art. Roxy 
points the way. The forum has been 
measurably enlarged, and the human 
voice finds its way, through ether and 
solid walls of masonry, alike to the 
listener in mansion and in cottage. 
Oratory is saved, but its style must be 
adjusted to the needs of a new order.
employee. The employer may be the 
sole owner of a business, as when he 
owns and runs a retail store; or he may 
be one of two or three owners working 
together in a partnership; or, even more 
commonly, he may be the head of a 
corporation representing many owners 
of stock. In this latter and very com­
mon case, the employer is himself a job­
holder—he works for his stockholders 
and employs, under their authority, his 
own subordinates.
The way to business advancement, 
therefore, leads upward through jobs 
of various kinds. The goal is to become 
a sole or co-owner of a business, as may 
be possible in merchandising or manu­
facturing, or to reach the headship or 
the near-headship of a corporation, such 
as a railroad, a bank, a mining com­
pany, or an industrial company. If not 
this, then the goal is a departmental 
headship. Your business future must 
be worked out in this great maze of 
business jobs and positions.
If you size up the conditions correctly 
and properly gauge cause and effect, 
you will succeed just as men succeeded 
under the different conditions of a gen­
eration ago. If you fail to read the 
signs aright, if you try to play the game 
with the antiquated tools of a past 
generation, you will be held back to 
the lower levels of routine work—your 
financial returns will be meagre, and 
modern organization will be your un­
doing rather than your making—you 
will not succeed in modern business.
Let me talk briefly as to what you 
should do to extract from this great 
bee-hive of industry a reasonable share 
of the products—I mean a reasonable 
amount of income and a fair share of 
the honor and standing that come from 
the performance of responsible duties.
Your state of mind—your continuing 
attitude toward your work and posi­
tion—is the basic thing in determining 
your success. There are but two basic 
states of mind found in men and women 
who hold positions—the one may be 
called the “hired-man” state of mind; 
the other may be called, for want of a 
better name, the “ proprietorship” state 
of mind, which is merely a good busi­
ness state of mind. You have, funda­
mentally, one or the other, no matter 
who you are, or where you work.
The “hired-man” state of mind is the 
one held by the employee who merely 
sells a certain number of hours’ work 
each day. He hangs so many rolls of 
paper, spreads so many square yards of 
paint, typewrites a certain number of 
pages, guides a certain number of units 
through a machine, or sells a certain 
amount of goods. For this service he 
receives a specified wage or salary. 
Beyond the daily stint and the pay 
envelope, he does not look or think.
The employee of this type con­
siders his employer as he would a com­
petitive trader—he tries for the most 
he can get, and he gives as little as he 
can. Working in this way, he often 
restricts his output; he quits on the 
stroke of the hour; and he declines to 
work, and even to think of his work, 
until he punches in on the job the 
succeeding day.
This “hired-man” type looks upon 
his employer as someone who has a 
different or antagonistic interest—a 
person who sells and buys and finances 
for his own dark and selfish purposes. 
He “works” this employer and the 
business for more wages, for shorter 
hours, and for easier jobs. He is found 
everywhere, this “hired-man” type— 
there are millions of them.
The “proprietorship” state of mind, 
on the other hand, is one of responsi­
bility. It expresses itself in an interest
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in the getting of business, in the saving 
of materials and supplies and time—by 
the economies that help the business a- 
long in paying its debts and in making a 
profit. It expresses itself in the char­
acter and quality of the service rendered, 
and, finally, in pride in the organiza­
tion and belief in its continuance and 
success. An owner of a business must 
have this attitude of mind as well as the 
qualities of industry and perseverance in 
order to succeed.
But I am not talking of the actual 
owner—I am talking of the employee 
and of the state of mind he should have. 
I say that this employee must have the 
proprietorship’ ’ type of mind, even if 
he is only an office boy, if he hopes to 
succeed. He must either acquire and 
develop this good business state of 
mind, or he will be forced over into the 
“hired-man” state of mind—there is no 
neutral zone. He must choose between 
looking upon the organization for 
which he works as something apart 
from himself to be worked against, or as 
a part of his own business life to be 
worked with. He must see himself in 
prospect as an owner or a manager, if
he ever expects to attain that goal.
If an office boy, consciously or un­
consciously, takes the “proprietorship” 
point of view, he will perform his 
errands promptly; he will be courteous; 
and he will get to the office on time. 
He may make mistakes; and he may, 
because he is young, be tempted to play 
when he should work; but the owner 
himself may do all these things.
I have known many office boys who 
have had the “proprietorship” attitude 
of mind, and who have maintained it 
through years of advancement. One of 
them is now treasurer of a manufactur­
ing corporation at $2.5,000 a year; an­
other is a certified public accountant in 
practice on his own account with a 
large income; and several others are 
earning substantial incomes in impor­
tant positions. The result, in each in­
stance, has been accomplished in less 
than one-half of a probable business 
career, and each is still in the way of 
advancement.
I have known, on the other hand, 
men with the ‘ ‘ hired-man’ ’ attitude of 
mind, who, because of their extraor­
dinary abilities, have advanced to a 
limited extent; but who, at some stage, 
long before they attained what their 
technical abilities entitled them to at­
tain, have stopped because of their lack 
of the “proprietorship” state of mind. 
Many a man who has thus advanced to 
a position paying $4,000 or $5,000 a 
year, finds himself absolutely blocked 
in attaining a bigger commercial suc­
cess. There inevitably comes a place 
beyond which the employee who is a 
hired man only, cannot advance.
If an employee, even in the humblest 
job, handles his work as the proprietor 
would handle it if he were performing 
the duties, he will soon be favorably 
known to his supervisor. This em­
ployee is always available for pinch­
hitting—he will work on a Saturday 
afternoon or a holiday like the boss 
himself. He is soon advanced, and is 
again advanced. It is simple enough—he 
is carried upward by reason of the same 
qualities that brought the big chief 
himself to the head of the organization. 
It is merely a case of cause and effect.
Do not console yourself by saying 
that this type of employee advances be­
cause of a “pull.” If it is, why did 
Underwood and Smith and Rea become 
railroad presidents? Why did Gifford 
become president of the American Tele­
phone and Telegraph Company, and 
Bedford and Jones, in turn, become 
president of the Standard Oil? Each 
advanced from the lowest rung, and 
each was a “proprietorship” man from 
the start. It is nearly always thus. 
This talk of “pull” is usually a salve, 
prepared and self-applied by someone 
who desires to cover his own defects 
and to anoint his personal sore spots. 
The attitude of mind of these big men 
of business, more than anything else, 
determined their success in modern or­
ganization.
The “proprietorship” state of mind 
must, of course, be supported by ability. 
Mere industry and cooperation cannot, 
in the nature of things, move a man very 
far upward unless he develops ability to 
organize, to control detail, to manage 
men, to understand business results by 
means of accounting and related state­
ments, and the like.
The lad with the “proprietorship”
type of mind, however, seeing the needs 
of his business, takes pains to increase 
his abilities by study as well as by ex­
perience. Many men and women at the 
Institute have been instructed in ac­
counting, auditing, and business organ­
ization, and in many legal subjects, in­
cluding the principles of the law, the 
law of contracts, the law of agency, the 
law of partnership, and the law of nego­
tiable instruments. The knowledge thus 
acquired, it has often been said, has had 
a very direct bearing on their successes.
This knowledge of law and related 
subjects has been acquired by a student 
almost invariably with the idea of 
better performing the duties of some 
business position. The cooperative and 
proprietorship state of mind has been 
manifested by his desire to make him­
self more useful to the organization of 
which he is a part.
Please understand I do not attempt 
either to praise or to criticise the pro­
cedures of any particular employer with 
respect to his employees. Many em­
ployers are intelligent and cooperative, 
and some, unfortunately, are not. If 
you haven’t an able and fair employer, 
you should get one. My concern has 
been merely to point out the qualities 
that lead to success.
The “proprietorship” state of mind 
that I have described, is merely a good 
business state of mind—the desire to 
promote business, to give a good ser­
vice, and to prevent waste. Men who 
thus think and act, help a business along 
to success, and they succeed with it. 
This state of mind can be cultivated and 
strengthened as the years go by. It’s 
quite possible—this matter of working 
upward. It requires merely the right 
state of mind and the proper degree of 
work ability.
Become, therefore, even on the basis 
of a salary, more of a proprietor and less 
of a hired man; and measure up to your 
proprietorship attitude of mind by 
developing your work abilities. By 
thus thinking and performing, you will 
in due course of time be sought for 
greater responsibilities; and you will 
eventually participate liberally in the 
financial rewards that come freely, in 
this land of opportunity, to the worker 
who backs industry by intelligence.
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Determining Profit and Loss on 
Basis of Memorandum Records
 
Solution of Examination Proposition with 
helpful comment & Illustration of Resource 
and Liability method & journalizing of 
Transactions   Comparative statement
THE determination of profit and loss when books have been correctly kept under the double-entry method presents comparatively little difficulty 
to the experienced bookkeeper and to 
the accountant. If a trial balance is 
available at the close of the account­
ing period, it is necessary merely to de­
termine the assets that exist and the lia­
bilities that are outstanding, and to pass 
appropriate entries to adjust the asset 
and liability accounts. Thereafter, it is 
a fro forma matter to close the balances 
of the profit and loss nominal accounts 
on the books into the proprietorship 
accounts.
When, however, full double-entry 
books of account are not maintained, 
considerable difficulty may be met in 
determining the profit outcome. Re­
liance must be placed on memorandum 
records that are often incomplete; and 
it may be impossible for the accountant 
to get together the necessary informa­
tion for the purpose of preparing a profit 
and loss statement in ordinary form.
Under such circumstances, recourse is 
usually had to a comparison of a state­
ment of assets and liabilities prepared as 
at the close of the period under review 
with a statement of assets and liabilities 
prepared as at the close of the preceding 
period. An increase in capital or net 
worth, assuming that there had been no 
capital contributions and no capital 
withdrawals during the year, indicates 
the amount of profit, and a decrease in 
capital indicates the amount of loss. If, 
however, capital contributions or cap­
ital withdrawals, or both, have been 
made, the amount of the increase or de­
crease in capital must be adjusted by 
reason of such contributions or with­
drawals.
While it is frequently impracticable 
to prepare a profit and loss account in 
the usual form, it is possible to do so if 
the records contain the necessary in­
formation. The proof of accuracy of the 
profit and loss statement that is avail­
able through the double-entry system 
is, however, lacking; but a substitute
proof is available—the amount of net 
profit or loss as shown by the profit and 
oss statement prepared in the usual 
form must reconcile with the 
amount of net profit or loss as shown 
by the statement prepared by com­
parison of the statements of assets and 
liabilities as at the close of the period 
under review and as at the close of the 
preceding period.
Because of its very practical nature, a 
problem involving the above matters is 
often set in the examinations of the 
various state boards of accountancy, by 
the American Institute of Accountants, 
and by professional schools of account­
ancy. A typical proposition is given 
below.
Proposition
Samuel Stevens prepared a statement 
showing assets and liabilities as at Dec. 
31, 1924, as follows: cash, $3,102.19; 
accounts receivable, $61,431.18; reserve 
for doubtful accounts, $1,682.26; notes 
receivable, $6,029.14; accrued interest 
receivable, $124.07; merchandise in­
ventory, $22,131.18; land and build­
ing (cost), $45,000.00; depreciation of 
building, $4,400.00; furniture and fix­
tures (cost), $16,446.78; depreciation of 
furniture and fixtures, $3,910.58; un­
expired insurance, $378.14; notes pay­
able, $12,102.00; accounts payable, 
$51,445.14; accrued interest payable, 
$383.97.
SAMUEL STEVENS 
Statement of Profit and Loss for Year 1925
Inventory................................................. $ 22,131.18
Purchases made during the year, paid for 169,483.69 
Purchases made during the year, not
paid for.......... .......................................... 40,832.74
Rent for year, paid.................................. 5,000.00
Salaries during year, paid for................. 15,596.01
Salaries for year, not paid for................ 536.80
Freight inward during the year, paid... 15,132.19
General expenses during the year, paid. 17,635.57 
General expenses for the year, unpaid.. 495.89
Fire and other insurance taken out dur­
ing the year, paid for.......................... 1,604.44
$288,448.51
He also prepared a statement showing 
assets and liabilities as at Dec. 31, 1925, 
as follows: cash overdraft, $2,063.61; 
accounts receivable, $83,912.04; reserve 
for doubtful accounts, $2,391.16; notes 
receivable, $5,036.38; accrued interest 
receivable, $102.24; merchandise in­
ventory, $25,031.84; land and build­
ings (cost), $60,000.00; depreciation of 
buildings, $6,800.00; furniture and fix­
tures (cost), $20,952.84; depreciation of 
furniture and fixtures, $6,631.67; un­
expired insurance, $781.32; notes pay­
able, $11,500.00; accounts payable, 
$41,328.63; accrued interest payable, 
$201.10; accrued salaries, $536.80.
Mr. Stevens found that during the 
year he had contributed $4,700.00 in 
cash as capital and had withdrawn 
$2,400 in cash for personal uses.
He also prepared a statement of profit 
outcome, as he computed it (below).
Mr. Stevens presented the statements 
of assets and liabilities and the state­
ment of profit and loss to a certified 
public accountant, with a request that 
the statement of profit and loss be veri­
fied prior to the preparation of his in­
come tax return. The accountant ascer­
tained that Mr. Stevens did not keep 
double-entry books of account. The 
records Mr. Stevens did keep, however, 
were of such a nature that the account­
ant was able to verify the accuracy of 
the amounts shown on Mr. Stevens’ 
statements of assets and liabilities, and
Sales made during the year, paid for. $233,748.15 
Sales made during the year, not paid
for................................................... 83,912.04
Interest collected in cash.................  . 90.83
$317,751.02
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on the statement of profit and loss. It 
became evident, however, in the course 
of the examination, that Mr. Stevens 
had failed to give consideration to cer­
tain items affecting profit and loss when 
preparing the profit and loss statement.
The accountant also determined that 
the accounts receivable, accrued interest 
receivable, and notes receivable appear­
ing on the statement of assets and lia­
bilities as at Dec. 31, 1924, had all been 
collected during the year 1925, and that 
the notes payable, accounts payable, 
and accrued interest payable appearing 
on the statement of assets and liabilities 
as at Dec. 31, 1924, had all been paid 
during the year 1925.
The notes receivable appearing on the 
statement of assets and liabilities as at 
Dec. 31, 1925, had been given to Mr. 
Stevens in settlement of sales. The notes 
payable outstanding as at Dec. 31, 1925, 
had been given by Mr. Stevens in settle­
SAMUEL STEVENS
Comparative Statement of Assets and Liabilities as at
December 31, 1925, and December 31, 1924
ASSETS 
December 31, 1925 December 31, 1924 Increase Decrease
Current assets:
Cash.............................................. $............... $3,102.19 $. ........... $3,102.19
Notes receivable................... . 5,036.38 6,029.14 ............... 992.76
Accrued interest receivable......... 102.14 124.07 ............... 21.83
Accounts receivable..................... $83,912.04 $61,431.18
Less reserve for doubtful ac­
counts.................................... 2,391.16 1,682.26
------------ 81,520.88 59,748.91 21,771.96.............
Merchandise inventory................ 25,031.84 22,131.18 1,900.66.............
111,691.34 91,135.50 20,555.84 .............
Capital assets:
Furniture and fixtures.................. 10,931.84 16,446.78
Less depreciation on furniture
and fixtures........................... 6,631.67 3,910.58
------------ 14,320.17 ------------ 12,526.10 1,793.97 .............
Land and buildings...................... 60,000.00 45,000.00
Less depreciation on build­
ings.................................... 6,800.00 4,400.00
53,100.00 40,600.00 12,600.00.............
67,520.17 53,126.20 14,393.97 .............
Deferred charges:
Unexpired insurance.................... 781.32 378.14 403.18 ............
$179,992.83 . $244,639.84 $35,352.99 $...........
LIABILITIES AND CAPITAL
Current liabilities:
Cash overdraft............................. $ 1,063.61. $............... $2,063.61 $............
Notes payable.............................. 11,500.00 12,102.00 ............. 602.00
Accrued interest payable............. 201.10 383.97 ............. 182.87
Accrued salaries........................... 536.80 536.80.............
Accounts payable......................... 41,328.63 52,445.24 .............11,116.61
55,630.14 64,931.21 ............. 9,301.07
Capital:
Samuel Stevens, capital............... 124,361.69 79,708.63 44,654.06.............
$179,992.83 $144,639.84 $35,352.99 $...........
ment of purchases previously made.
The figures as to profit outcome which 
Mr. Stevens supplied, failed to take 
into consideration the interest expense 
arising through the accrual at the end of 
the period, the interest income arising 
through the accrual at the end of the 
period, the increase in the estimate of 
bad debts, the increase in provision for 
depreciation, and expired insurance.
Submit: (a) comparative statement of 
assets and liabilities showing increases 
and decreases in assets and liabilities; 
(b) statement disclosing, by the use of 
the resource and liability method, the 
profit or loss outcome for the year; (c) 
profit and loss statement for the year in 
usual form to supersede the statement 
submitted by Mr. Stevens, which state­
ment was obviously incorrect in view 
of the fact that he did not take into con­
sideration certain items affecting profit 
determination.
Comparative Statement of Assets and 
Liabilities
This statement can be prepared on the 
basis of the facts given in the first two 
paragraphs of the proposition. The 
preparation of the statement presents no 
particular complications. The state­
ment appears at the bottom of the first 
two columns.
Statement of Profit and Loss Determined 
by Resource and Liability Method
The comparative statement of assets 
and liabilities indicates that the capital 
increased $44,654.06 during the period. 
Of this amount, $4,700.00 represents 
cash that Mr. Stevens contributed to the 
business as capital. The remaining 
amount, $39,954.06, must, therefore, be 
the result of operations for the year— 
in other words, profit that Mr. Stevens 
did not withdraw. Mr. Stevens had, 
however, withdrawn $2,400.00. Ac­
cordingly, the net profit must have been 
$42,354.o6—$39,954.06 profit that was 
not withdrawn, plus the $2,400.00 that 
was withdrawn. On the basis of these 
facts, the statement of profit and loss, 
determined by the resource and liability 
method, would be as follows:
SAMUEL STEVENS 
Statement of Profit and Loss 
determined by Resource and Liability Method for 
Year Ended December 31, 1925
Capital as at December 31, 1925:
Assets........................... $179,992.83
Liabilities.................... 55,630.14
capital......................... $124,362.69
Capital as at December 31, 1924:
Assets........................... $144,639.84
Liabilities.................... 64,931.21
Capital......................... 79,708.63
Increase in capital.......  44,654.06
Add withdrawals........  1,400.00
... 47,054.06
Deduct contributions.. 4,700.00
Net profit for year..........  $42,354.06
Statement of Profit and Loss in Usual Form
The term “usual form,” as used in 
the proposition, is somewhat vague. 
Apparently it means a statement in 
which details of trading profit, other 
income, and expenses and losses are 
given, as distinguished from a state­
ment of profit and loss prepared by use 
of the resource and liability method.
The figures for the statement can 
probably be ascertained most readily by 
reducing certain of the facts given in the 
proposition to journal entry form. The 
entries follow:
March, 1926 9
Cash.................................
To Samuel Stevens, cap­
ital ............................
For contributions during 
1925
4,700.00
4,700.00
Samuel Stevens, with­
drawals .....................
To Cash.......................
For withdrawals during
1925
2,400.00
2,400.00
Purchases.........................
Rent................................
Salaries.............................
Freight inward................
169,483.69
5,000.00
15,596.01
15,132.19
17,635.57
1,604.44Unexpired insurance........
To Cash........................
For purchases and ex­
penses paid in 1925
224,451.90
Purchases......................... 40,832.74
495.89
To Accounts payable.. 
For unpaid accounts as at
Dec. 31, 1925
41,328.63
Salaries.............................
To Accrued salaries...
For accrual as at Dec. 31, 
1925
536.80
536.80
Cash.................................
To Sales........................
Interest income....
For sales and interest col­
lected during 1925
233,838.98
233,748.15
90.83
Accounts receivable........
To Sales.......................
For sales uncollected as at 
Dec. 31, 1925
83,912.04
83,912.04
Cash.................................
To Accounts receivable 
Notes receivable... 
Accrued interest re­
ceivable ..............
For collection of 1924 
items during 1925
67,584.39
61,431.18
6,029.14
124.07
Notes payable.................
Accounts payable............
Accrued interest payable.
To Cash.......................
12,102.00
52,445.24
383.97
64,931.21
For payment of January 
items during 1925
Notes receivable..............
To Sales........ . .............
To notes given for sales 
during 1925
5,036.38
5,036.38
Purchases ........................
To Notes payable........
For notes given for pur­
chases during 1925
11,500.00
11,500.00
Interest expense...............
To Accrued interest pay­
able ......................
For accrual as at Dec. 31, 
1925
201.10
201.10
Accrued interest receiv­
able ...........................
To Interest income.... 
For accrual as at Dec. 31,
1925
102.24
102.24
Estimated bad debts........
To Reserve for doubt­
ful accounts........
For reserve for year 1925
708.90
708.90
Land and buildings........
Furniture and fixtures....
To Cash........................
For acquisition during
1925
15,000.00 
4,506.06
19,506.06
Depreciation....................
To Reserve for depre­
ciation of furni­
ture and fixtures.
Reserve for depre­
ciation of build­
ings .................
For depreciation for year 
1925
5,112.09
2,712.09
2,400.00
Insurance expired............
To Unexpired insurance
For expirations during 
1925
i,xoi.x6
i,xoi.x6
Inventory..............,.........
To Trading..................
For closing inventory as 
at Dec. 31, 1925
25.031.84
25,031.84
SAMUEL STEVENS 
Statement of Profit and Loss for
Year Ended December 31, 1925
Gross profit;
Sales....................................................................... $322.,696.57
Cost of goods sold:
Inventory, January 1, 1925.......................... $22,131.18
Purchases....................................................... $221,816.43
Freight inward.............................................
Inventory, December 31, 1925.....................
Other income:
Interest..................................................................
Expenses:
Rent...................... ................................................
Interest..................................................................
Estimated bad debts.................. ..........................
Depreciation............................... ..........................
Insurance expired.................................................
Salaries..................................................................
General expense...................................... .............
Net profit...................................................................
15,132.19
------------ 236,948.62
159,079.80
25,031.84
------------- 234,047.96
-— ----------- $88,648.61
193.07
88,841.68
5,000.00
201.10
708.90
5,112.09
1,201.26
16,132.81
18,131.46
------------- - 46,487.61
$41,354.06
The figures shown on the statement 
of assets and liabilities as at Dec. 31, 
1924, can be set up in skeleton (T) 
ledger accounts, or on a working sheet. 
The above entries can then be posted to 
the ledger accounts or working sheet, 
new amounts being raised as necessary. 
A trial balance may then be drawn off as 
follows:
SAMUEL STEVENS
Trial Balance as Shown by Accountant's Memoranda 
as at December 31, 19..
Item
Cash.................................
Notes receivable..............
Accounts receivable........
Reserve for doubtful ac­
counts ...........................
Accrued interest receiv­
able ....................... .
Merchandise inventory
(Jan. 1, 1925)........
Furniture and fixtures... 
Reserve for depreciation 
of furniture and fixtures
Land and buildings.........
Reserve for depreciation 
of buildings.................
Unexpired insurance........
Notes payable..................
Accrued interest payable.
Accounts payable............
Samuel Stevens, capital.. 
Samuel Stevens, with­
drawals ........... .............
Purchases.........................
Rent..................................
Salaries.............................
Freight inward................
General expense..............
Accrued salaries..............
Sales.................................
Interest income................
Interest expense...........
Estimated bad debts........
Merchandise inventory
(Dec. 31, 1925)............
Trading............................
Depreciation.................. .
Insurance expired............
Dr. Cr.
$............. $2,063.61
5,036.38 ..............
83,912.04 ..............
................... 2,391.16
102.14 ..............
22,131.18 ..............
10,951.84 ..............
.............. 6,632.67
60,000.00 ..............
.............. 6,800.00
781.32
........ 11,500.00
.............. 201.10
.............. 41,328.63
84,408.63
1,400.00 ..............
221,816.43 ..............
5,000.00 ..............
16,132.81 ..............
..............
18,131.46 ..............
.............. 536.80
.............. 322,696.57
193.07
201.10 ..............
708.90 ..............
25,031.84 ..............
.............. 25,031.84
5,112.09 ..............
1,201.16 ..............
$503,784.08 $503,784.08
The profit and loss statement may 
readily be prepared from the trial 
balance, and, in addition, the real 
elements shown by the trial balance 
may be checked against the statement 
of assets and liabilities as at Dec. 31, 
1925. The statement of profit and loss 
is shown at the left:
It is of interest, in conclusion, to note 
that a comparison of this statement of 
profit and loss prepared by Mr. Stevens 
indicates that Mr. Stevens failed to take 
into consideration the interest expense 
arising through the accrual at the end 
of the period, the increase in the esti­
mate of bad debts, the increase in depre­
ciation, and the unexpired insurance as at 
the close of each of the two years.
Job Insurance
  Market Value contrasted with Localized Job 
Value   Insures against unemployment 
Radio talk prepared by Homer S. Pace 
JOB insurance is the theme of my talk—the protection of an individual and his family against the losses and privations that may come from the loss 
of a position. A man protect him­
self against loss by fire by a fire insur­
ance policy; he may protect his wife and 
children against financial loss by reason 
of his death by a life insurance policy; 
but how about the risk of losing the 
source of his income—the risk of losing 
a position to which he may have adapt­
ed himself over many years? No com­
mercial policy is available, so far as I 
know, to cover this contingency—this 
loss of a chance to work and to earn.
Many classes of government employ­
ees, it is true, have a form of job insur­
ance. A teacher in New Jersey who holds 
his position for three years can not be 
removed except upon proof of charges 
of incompetency or neglect of duty, and 
a reservation is made from his salary 
for an old-age pension. Many other 
states have similar laws. Civil service 
rules protect the positions of various 
classes of federal, state, and municipal 
employees. In certain European coun­
tries, an industrial employer can not 
discharge an employee except for cer­
tain justifiable causes, and in many in­
stances old-age pensions are provided.
A number of our largest railroad and 
industrial corporations maintain a pen­
sion system for employees, and the labor 
unions usually provide sick and death 
benefits for their members against un­
warranted discharge.
Employment Hazards
Notwithstanding these forms of pro­
tection for limited classes of salaried 
workers, the great majority of office 
employees—office managers, account­
ants, credit men, bookkeepers, stenog­
raphers, salesmen, advertising men, and 
general clerks—work from month to 
month, or from day to day, always sub­
ject to peremptory dismissal upon short 
notice. The dismissal may be due to 
reduced business, change of manage­
ment, change of policies, or mere ca­
price on the part of the employer; and it 
may be due to incompetency, neglect, 
insubordination, or incapacity on the
part of the employee. An employer may 
die, a business may fail, or other con­
tingencies may occur that have little or 
no bearing upon the ability of the work­
er to continue to perform the duties of 
his position. There are plenty of haz­
ards even under the best of conditions, 
and to these must be added the hazards 
of long and serious illness and of ad­
vancing age. Let us analyze the condi­
tions and determine the classes of em­
ployees who are subject to the greatest 
hazards under ordinary conditions of 
employment.
The hazard of the young employee is 
not great. It is a common thing, in this 
country at least, for a young man or 
woman to hold several positions during 
the first five or ten years of his vocational 
experience. There are many reasons for 
these changes. There is a vocational un­
rest and desire for change which is natural 
enough in youth, and the advantages of 
a new job are more likely to be seen 
than its drawbacks. Sometimes a change 
is necessary in order for the employee to 
obtain a chance to use new abilities ob­
tained by overtime study. Often an em­
ployer is not satisfied with an employee 
and discharges him without much ado. 
All these matters and others lead to 
vocational changes.
The chance of actual and financial 
loss because of these youthful changes 
in position is small—often, in a limited 
way, there is an immediate profit. A 
time soon comes, however, when the 
employee must buckle down to his 
organization and make himself a part 
of it—otherwise he becomes a journey­
man without a permanent abiding place 
in the business world—a sort of voca­
tional “rounder.”
When Loss of Position Means 
Disaster
A loss of position to a well-settled 
worker of mature years is quite a differ­
ent matter. Consider the circumstances 
confronting a man at age 60, or 50, or 
even at 45 or 40, who suddenly has 
forced upon him the necessity for find­
ing a new position. Beyond a certain 
age—45 or 50—he is barred from certain 
classes of government employment; and
the commercial organization will usually 
decline to employ him if he is beyond 
his most adaptable and productive 
period—that is, if he is in middle life 
or beyond. Managers do not like to 
place upon their payrolls workers who 
must soon slacken in their capacity and 
come within the class of pensioners. 
Many a man of ripe experience and 
plenty of capacity for hard work for 
this reason has sought in vain for a 
chance to work.
Scores of men in this class come to 
my mind. One of them had developed 
over long years of work into an im­
portant position at $10,000 a year. His 
family obligations had increased to a 
point where he was using 90 per cent 
of his income. He lost his position 
through no fault of his own. He then 
realized that he had a highly specialized 
knowledge of the affairs of a concern 
that no longer could employ him, and 
that his usefulness to other concerns 
was much less. He vainly sought for a 
position at $7,500 a year, and then at 
$5,000 a year; and when I last met him, 
he had not been able to obtain a position 
at even this figure.
I have another man in mind who 
worked for thirty years for one con­
cern, and then because of the death of a 
partner, and almost without notice, the 
business was liquidated; and this man, 
who had saved but little, and who had 
two sons in college, lost his position as 
office manager and found himself afloat 
with no vocational harbor in sight. His 
salary had been $7,000 a year, and he 
today would be glad to obtain even tem­
porary employment at one-half or one- 
third the salary. His condition is little 
short of desperate.
There is no use further to paint this 
picture. Each listener-in can recall 
similar instances, each carrying its own 
pathetic warning to the person who 
trusts the economic welfare of himself 
and family to the uninterrupted con­
tinuance of a salaried position. The 
conditions are too hazardous, my good 
friends, to be accepted by a prudent man 
or woman without some thought as to 
the practical insurance of the job risk.
There are just two practical methods 
of creating job insurance, so far as my
10
own observation goes. The first is de­
sirable, but does not for many years 
fully solve the problem—I refer to the 
saving, by careful monthly or weekly 
installments, of a percentage of one’s 
earnings in order that funds may be 
available to tide over a possible period 
of unemployment between jobs. It is 
too much for the ordinary office employee 
to hope to be able to save within the 
first fifteen or twenty years of office 
work enough to be able to retire. The 
initial savings can not be expected to 
be much more than a safety fund to tide 
over extraordinary events, such as the 
sickness of the worker or of some mem­
ber of his family, or the temporary loss 
of position. This regular saving is ex­
ceedingly important, and is facilitated 
by careful budgeting. It is not the full 
answer, however, to the problem of job 
insurance.
Market Value
The other practical thing is to develop, 
not only a localized job value—localized 
to the job you hold—but a general abil­
ity that can be negotiated in the job 
market. This general ability may be 
known as “market value,” as distin­
guished from “localized job value,” 
acquired by reason of long years spent 
in performing the duties of one position. 
I can safely say that the development 
of market value, as an incident to per­
forming the duties of the job you hold, 
is the most effective kind of job insur­
ance you can have.
If a man, while specializing as a sales­
man in a particular line of trade, can 
acquire a better knowledge, by study, 
reading, and observation, of the general 
principles of selling, and can develop 
himself in an all-around way with re­
spect to marketing, he develops “mar­
ket value,” as contrasted with “local­
ized job value,” and he is much safer in 
the event he loses his position than if he 
had depended entirely upon the training 
received in his position.
If a man, while performing the ordin­
ary duties of a credit man, broadens 
himself by the study of law, of account­
ing, and of psychology, and if he takes 
an active part in the affairs of a credit 
men’s organization and thus increases 
his knowledge and capacity by contacts 
with other credit men, he will develop 
market value, and has much more avail­
ability in the event he seeks a position 
than a man whose entire experience and 
vision are limited by his work in one 
concern.
If a stenographer develops her cap­
acity by special courses, such as English, 
secretarial training, and accounting, she 
will have not only a better opportunity
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to advance in her own organization than 
would otherwise be true, but a much 
greater market value in case she needs 
to find a new position.
If the bookkeeper does not limit his 
development to the training received in 
the handling of his employer’s affairs, 
but supplements his training by well- 
chosen and well-directed evening study, 
he will develop market value—he will 
be able quickly to grasp the detail and 
perform the duties of a new position if 
he loses his old one.
Job Independence
Specific illustrations could be given 
almost without number, and in every 
kind of salaried employment. For each 
office employee, there is a choice, as the 
years go by, between localization and job 
dependence, on the one hand, and breadth 
and job independence, on the other hand. 
Vocational danger and privation lie 
ahead on the one road—vocational safe­
ty and prosperity await you on the 
other. It is fundamentally a matter of 
intelligent job insurance.
Thirty years ago it was the accepted 
practice for an office employee to be 
entirely dependent upon the concern for 
which he worked and to advance, if at 
all, solely by reason of his familiarity 
with the details of his employer’s 
business. Now it is different—it is the 
accepted thing for an office employee to 
acquire a technical basis for the per­
formance of business duties. He thus 
creates for himself a greater opportunity 
within his own organization and an ac­
cepted market value in the unfortunate 
event that he must seek employment 
elsewhere. Many progressive concerns 
encourage this kind of development on 
the part of their employees by overtime
Meeting of Cost Accountants
THE first international regional con­ference of the National Association 
of Cost Accountants was held at the 
Hotel Statler, Buffalo, New York, on 
February 19 and 2.0. The seven chapters 
participating were Buffalo, Rochester, 
Cleveland, Mohawk Valley, Syracuse, 
Hamilton and Erie.
On Friday morning Horace G. Crock­
ett, of Scovell, Wellington & Company, 
opened the first technical session with 
an address on ‘ ‘ Selling Costs and Proper 
Basis for Salesmen’s Compensations.” 
Dr. Stuart C. McLeod, as toastmaster, 
introduced the Reverend George A. 
Leichliter, who spoke for a short time 
at the luncheon session. “Cost Ac­
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study, paying their tuition in whole or 
in part. The tuition of a very consider­
able number of students studying in the 
evening courses of the universities and 
of Pace Institute is paid in whole or in 
part by their employers.
Safety for the Salaried Man
Job insurance—safety for the salaried 
man and his family—finally comes down 
to a choice between drifting along in 
the fond belief that the pay envelope 
will always arrive in the good old way, 
in business weather fair or foul, or in 
taking definite steps, in the lee of the 
existing job, to develop a market ca­
pacity that will safeguard the present job 
and insure a new one if the need arises.
Show me a man who has consistently 
developed his general market value, and 
I will show you a man who carries no 
fear of dismissal, and who will land 
right side up in almost any job crisis 
that may be forced upon him.
On the other hand, show me a man, 
no matter how industrious and faithful, 
who has drifted along year by year with 
no development but that obtained in his 
work, and I will undertake to say that 
he can not, in all probability, change 
his position except at a substantial loss 
in earning power. He is a man pre­
destined to vocational worry, and it 
may be, to vocational disaster.
Insure your job risks, therefore, by 
the incidental saving of a percentage of 
your income, as a matter of routine, and 
particularly by the development of abil­
ity of a marketable character—a market 
value in contrast to the localized job 
value upon which so many thousands 
of seemingly prosperous office men are 
entirely dependent.
counting as a Basis for Shaping Operat­
ing Policy,” by A. W. Bass, director of 
manufacturing records, Westinghouse 
Electric and Manufacturing Company, 
Pittsburgh, opened the afternoon ses­
sion. Mr. Bass’ talk was followed by a 
general discussion. Dr. Edward R. 
Weidlein, director of the Mellon In­
stitute of Industrial Research, Pitts­
burgh, spoke next on “Cost Accounting 
as a Basis for Industrial Research. ’ ’ The 
business part of the convention was 
brought to a close on Saturday morning 
with a talk on “Management’s De­
mands on a Cost System,” by Charles R. 
Stevenson, of Stevenson, Harrison & 
Jordan, New York.
Installment Sales of Personal Property
Income-tax regulations relating to Installment Sales  
Journal entries illustrating procedure   By Charles 
T. Bryan, of the firm of Pace & Pace
FEDERAL revenue acts prior to theRevenue Act of 1926 recognized only 
two bases of computing income—the 
cash basis and accrual basis. The Com­
missioner of Internal Revenue, however, 
promulgated a regulation that permitted 
a taxpayer, if he chose to do so, to treat 
as income from the sale of personal 
property on the installment plan ‘‘that 
proportion of each installment payment 
which the gross profit to be realized 
when the property was paid for bears 
to the gross contract price.
The propriety of such a regulation 
was made doubtful by decisions of the 
Board of Tax Appeals in matters per­
taining to the installment plan of in­
come computation. Representations were 
therefore made to the Congress, by tax­
payers and by various organizations 
of taxpayers, including representatives 
of many professional accountancy so­
cieties, to recognize formally in the law 
the installment basis of accounting.
As finally enacted, the statute grants 
this recognition. It is provided by sec­
tion 212 (d) that, “under regulations 
prescribed by the Commissioner with 
the approval of the Secretary, a person 
who regularly sells or otherwise dis­
poses of personal property on the in­
stallment plan may return as income 
therefrom in any taxable year that pro­
portion of the installment payments 
actually received in that year which the 
total profit realized or to be realized 
when the payment is completed, bears 
to the total contract price. In the case 
(1) of a casual sale or other casual dis­
position of personal property for a price 
exceeding $1,000, or (2) of a sale or 
other disposition of real property, if in 
either case the initial payments do not 
exceed one-fourth of the purchase price, 
the income may, under regulations pre­
scribed by the Commissioner with the 
approval of the Secretary, be returned 
on the basis and in the manner above 
prescribed in this subdivision. As used 
in this subdivision the term initial pay­
ments means the payments received in 
cash or property other than evidences of 
indebtedness of the purchaser during the 
taxable period in which the sale or other 
disposition is made.”
It is further provided by section 1208 
that “the provisions of subdivision (d) 
12.
of section 212 shall be retroactively ap­
plied in computing income under the 
provisions of the Revenue Act of 1916, 
the Revenue Act of 1917, the Revenue 
Act of 1918, the Revenue Act of 1921, or 
the Revenue Act of 1926, or any of such 
acts as amended. Any tax that has been 
paid under such acts prior to the enact­
ment of this act, if in excess of the tax 
imposed by such acts as retroactively 
modified by this section, shall, subject 
to the statutory period of limitations 
properly applicable thereto, be credited 
or refunded to the taxpayer . . . ”
Because of this formal recognition of 
the installment basis of determining in­
come for tax purposes, it will be inter­
esting to note the accounting procedure 
that has been prescribed by the Commis­
sioner of Internal Revenue in connection 
with the installment sales of personal 
property. The procedure is outlined in 
Office Decision 6x3, appearing on page 
105 of Cumulative Bulletin 3, and in 
Office Decision 792, appearing on page 
86 of Cumulative Bulletin 4. The pro­
cedure as therein set forth, modified for 
purposes of presentation in this article, 
is given below:
The following accounts should be set 
up:
(a) Goods purchased, which will be 
charged with the amount of the inven­
tory of goods on hand at the beginning 
of the taxable year and with the ex­
penditures for goods purchased during 
the year.
(b) Goods sold (cost value), which will 
be credited with the cost value of all 
goods sold during the year.
(c) Installment sales contracts, year 
19. a form of account receivable, 
which will be charged only with the 
amount of installment sales contracts 
made during the year specified. This 
account for each year will be credited 
with all cash collected during that 
year, or in subsequent years, upon in­
stallment sales contracts for that year 
only, and with the unpaid installments 
of defaulted or canceled contracts for 
that year.
(d) Unrealized gross profits on install­
ment sales contracts,year 19.., which will 
be credited only with the amount of un­
realized gross profits upon installment 
sales contracts made during the year
specified. This amount will be the total 
of the installment sales contracts for 
that year reduced by the cost or inven­
tory value (as carried in the goods pur­
chased account), of the actual goods 
sold and covered by the contracts—in 
other words, the amount of the un­
realized gross profits.
(e) Realized profits on installment sales 
contracts, which will be credited from 
month to month (or at the end of' the 
year), with the profits realized by cash 
collections upon all installment sales 
contracts of any year. Such profits 
should be computed by taking the same 
percentage of the cash collections made 
during the taxable year on account of 
installment sales contracts of either that 
or prior years, as the total unrealized 
profits on installment sales contracts for 
the year against which the collection 
applies bears to the total installment 
sales made during that respective year. 
Corresponding debits should be made to 
unrealized gross profits on installment 
sales contracts account for the year af­
fected by such collections.
The amount to be deducted from gross 
income as a bad debt in case of a sale of 
personal property on the installment 
plan in which the unpaid installment 
obligations of the purchaser become 
worthless and are charged off and the 
property is not recovered by the vendor, 
is such proportion of the defaulted pay­
ments as represents the capital invest­
ment—that is, the cost of the goods 
sold—and this amount must be deducted 
for the year in which the default 
occurred.
If for any reason the vendee defaults 
in any of his installment payments and 
the vendor repossesses the property, the 
entire amount received on installment 
payments, less the profits already re­
turned, will be income of the vendor for 
the year in which the property was re­
possessed; and the property repossessed 
must be included in the inventory at its 
original cost to himself, less proper 
allowance for damage and use, if any.
Illustrative Case
The accounting procedure suggested 
above is followed under the conditions 
given in the following example:
A taxpayer purchased $600,000 worth
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of merchandise in 1919. His installment 
sales contracts for the year 1919 were 
$300,000. The cost of the goods sold 
covered by such contracts was $100,000. 
The unrealized gross profits were $2.00,­
000. The rate of profit for the year 1919 
was 66-2/3 per cent. During the year 
1919 the cash collections on account of 
such contracts were $167,700. The fol­
lowing summary entries illustrate the
Goods purchased.................... 600,000
To Accounts payable.......... 600,000
For purchases............... .
Installment sales contracts,
1919............. . . ................ 300,000
To Goods sold (cost value) 100,000
Unrealized gross profits
on installment sales
contracts, 1919........ . 200,000
For sales............................ .
Cash......................................... 167,700
To Installment sales con­
tracts, 1919................ 167,700
For collections in 1919.........
Unrealized gross profit on in­
stallment sales contracts,
1919...................................... 111,800
To Realized profit on in­
stallment sales con­
tracts.......................... 111,800
For profit on amount col­
lected ...................................
At the time of closing the books at 
the end of 1919 (and considering only 
the accounts involving installment sales 
transactions), the entries would be as 
follows:
Goods sold (cost value)........  100,000
To Goods purchased..........  100,000
For transfer.............................
Realized profit on installment
sales contracts..................... 111,800
To Profit and loss............... 111,800
For transfer of profit at closing 
of books in 1919.................
During 1920 collections of $99,000 
were made. Entries would be as follows:
Cash......................................... 99,000
To Installment sales con­
tracts, 1919................ 99,000
For collections in 1920.........
Unrealized gross profit on in­
stallment sales contracts,
1919..................................... 66,000
To Realized profits on in­
stallment sales con­
tracts ................................. 66,000
For profit on amount collected
One-half of the unpaid balance of the 
installment sales contracts (which 
amounted to $33,300), was defaulted 
in 1920. The proper portion of the 
amount of the defaulted payments (in 
this case two-thirds of the amount de­
faulted, or $11,100), should be charged 
against the unrealized profits and the 
balance, representing the cost of the 
goods sold (in this case one-third of the 
amount defaulted, or $5,550), should be 
allowed to the taxpayer as a deduction 
for losses actually sustained during the 
taxable year. The entries would be as 
follows:
Unrealized gross profit on in­
stallment sales contracts,
1919..................................... 11,100
Realized profit on installment
sales contracts..................... -5,550
To Installment sales con­
tracts, 1919................ 16,650
For defaults............................
The above method should be followed 
whether the goods are recovered or are 
not recovered. If the goods are not re­
covered, the method correctly reflects 
the facts without further entries upon 
the books. In the instance given, the 
value of the goods recovered was 
$5,000. Their fair market value at the 
time of recovery should be credited as 
realized profits for that year, with a 
corresponding debit to the account of 
goods purchased. The entry would be 
as follows:
Goods purchased....................
To Realized profit on in­
stallment sales con­
tracts ..........................
For value of goods recovered
5,000
5,000
The profit for 1920 would be closed 
out as follows:
Realized profit on installment
sales contracts.....................
To Profit and loss...............
For transfer of profit..............
65,450
65,450
The trial balance as at December 31, 
1920, on the basis of the foregoing 
entries, would be as follows:
Dr. Cr.
Goods purchased (inventory) $505,000
Cash........................................ 266,700
Installment sales contracts,
1919..................................... 16,650
Accounts payable................... $600,000
Unrealized gross profits on
installment sales contracts,
1919............................... .. 11,100
Profit and loss (realized profit
on installment sales con­
tracts).................................. 177,250
$788,350 $788,350
Of the balance of $16,650 in install­
ment sales contracts account, two- 
thirds, or $11,100 (shown as a credit 
balance in unrealized gross profits ac­
count), will be accounted for and taxed 
as profit as, when, and if collected. The 
remaining one-third, or $5,550, is the 
capital investment representing the cost 
of goods sold.
Dr. Joseph J. Klein,
C. P. A., of Klein, Hinds 
& Finke, says:
THERE appear to be five funda­mental queries to which answers 
may be found in an intelligent interpre­
tation of financial statements:
“(1) Net worth of a concern. You 
wouldn’t check a loan or an order of 
$500,000 for a concern worth $100,000. 
On the other hand, a concern worth 
$1,000,000 would probably have little 
difficulty in obtaining a loan or a credit 
of $1,000.
(2.) Profitableness of its operation. 
Everything else being equal, if a busi­
ness showed more than an average rate 
of return on capital invested and on 
sales its credit reception should be quite 
different than if the rate of return were 
sub-normal, or if operations were con­
ducted at a loss.
“(3) Frozen credits. A trend toward 
tying up too much of a concern’s assets 
in the form of accounts and notes receiv­
able is looked upon as another danger 
signal.
(4) Frozen assets. Too great a drift of 
capital into plant and fixtures is re­
garded as an even more important danger 
signal.
“(5) Under-capitalization. Failure sta­
tistics indicate that under-capitalization 
(equivalent, sometimes, to over-expan­
sion) is the most frequent cause of busi­
ness failure. Indication of under-capital­
ization is, therefore, advisedly regarded 
by the credit man as a danger signal of 
prime importance.
For some two or three decades men 
interested in the problems of extending 
credit have employed ‘tests’ as guides. 
The object of such tests was to answer 
the five fundamental queries just con­
sidered. The tests were, and still are, 
applied to the data contained in finan­
cial statements.
“ (a) The net worth or net capital is 
obviously shown by the balance sheet.
“(b) Similarly, the net profit is shown 
by the income statement, but not neces­
sarily by the balance sheet. Where no 
profit and loss statement is furnished, 
the net profit should specifically be de­
manded by the credit man.
(c) Frozen credits are most clearly re­
vealed by the ratio of sales to accounts 
(and notes) receivable. . If the credit 
period remains unchanged and the ratio 
decreases, the collection department may 
require investigation.
(d) Frozen assets are indicated by the 
ratio of sales to inventory, sales to fixed 
assets, and net worth to fixed assets. If 
sales divided by inventory (preferably
principles of debit and credit that would
be followed in recording these trans­
actions :
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by average inventory) show a decrease, 
it may be caused by too much stocking 
up, possibly of obsolete merchandise. If 
the ratio of sales to fixed assets tends to­
ward a decline, it might indicate a plant 
not fully productive or over-expansion 
in fixed assets. So, also, if the ratio of 
net worth to fixed assets continues to 
decline, it may indicate that the con­
cern’s capital is becoming increasingly 
tied up in plant.
‘‘The foregoing factors and ratios are 
in daily use by the credit department. 
But the wise credit man—and this is as 
it should be—still holds fast to the two 
oldest of the ratios, those advocated by 
that pioneer among bank credit students, 
the late James G. Cannon. These two 
time-tested ratios are:
“(1) Quick assets to current liabili­
ties, which indicates the present ability 
of the debtor to meet his pressing obli­
gations; and
* ‘ (2.) Current assets to current liabili­
ties, of the same general import.
“In addition, percentages plotted 
alongside of comparative balance sheet 
and comparative income statement 
items, throw valuable light on the 
true status of the concern, as well as 
on its progress. Then, finally:
“(1) The relative size of the cash 
balance.
“(2) The amount of notes receivable 
(especially in a line where ‘open ac­
count’ trading prevails).
“(3) Heaviness of merchandise in­
ventory.
“(4) Attempts to conceal the true 
status of certain items by grouping or 
combining them under a single caption, 
when two or more should be employed, 
are factors which truly help the credit 
man to judge of a credit risk.
"These simple and comparatively few 
‘ tests’ I deem indispensable approaches 
to the problem of passing upon credit 
extension. Whether the more recent 
‘ scientific’ ratios really help or hinder 
the average credit man in his daily work, 
I am about to discuss.
“Before doing so, however, let me 
direct your attention to a recent book 
entitled ‘ Cures,’ by that venerable phy­
sician and professor of medicine, Dr. 
James J. Walsh. In this very human and 
very humorous work, the good doctor 
exposes the panaceas prescribed by 
quacks from the dawn of civilization to 
the Coué of today.
“ If it was not kissing the big toe of 
a tribal chieftain, then it was blood­
letting; if the prescription was not the 
drinking of tar-water, it called for the 
chanting of * Day by day, in every way, 
I am getting better and better,’ and so 
on ad infinitum. Not nearly all of these 
‘healers’ were vicious; many of them
were as deluded fools as those who 
flocked to them. Dr. Walsh concludes— 
and here learned physicians agree with 
him—that since the beginning of time 
not more than half a dozen really indis­
pensable drugs or ‘specifics’ have been 
brought to light. A physician, in treat­
ing the human body, could very well 
do without all but these six drugs.
“In dealing with the infinitely less 
complicated structure of finances, may 
it not also be true that a half-dozen 
tests, tried in the crucible of time, will 
suffice for all practical purposes?
“As a college and university man, I 
am very naturally greatly interested in 
recent laboratory work having as its 
ultimate object determination of stand­
ard ratios and trends by means of which 
credit worth and credit risks are to be 
revealed. Such scientific endeavor has 
my heartiest approval. Unfortunately, 
however, I believe that thus far only
Equipment Records
MANY a concern with thousands of dollars worth of equipment re­
corded on its books can not identify 
the various pieces of equipment with 
specific entries in the equipment ac­
count. For tax purposes this condition 
is likely to assume importance. If 
equipment becomes obsolete or worth­
less or for other sufficient reason is 
retired from service, the taxpayer is 
entitled to take as a deduction on his 
tax return any balance that has not 
been depreciated with respect to the 
particular item of equipment retired. 
If equipment is sold, the taxpayer must 
return as income the amount by which 
the selling price exceeds the book value 
(cost less depreciation) of the equip­
ment; or, if the equipment is sold at 
less than its book value, the taxpayer 
may deduct the loss. In some instances, 
values other than cost are used, which 
will not be considered in this short 
article.
It is necessary, in order to make the 
computation of profit or loss, that the 
taxpayer be able to identify the par­
ticular item of equipment against a 
book entry. A simple method of accom­
plishing this result is possible. When 
an item of equipment is purchased and 
charged to the equipment account, it 
may be assigned a number, and a tag 
or other device bearing the number may 
be attached to it in an inconspicuous 
place. A card or loose-leaf sheet may 
be prepared, which will contain a des­
cription of the item, the date of pur­
chase, the voucher number, check num­
ber, or other identifying reference mem­
very little of the work of Alexander 
Wall and others has been productive of 
practical results.
‘ ‘ I am inclined to caution those who 
listen to me, not to build hopes too high 
on the infallibility of ratio and trend 
indices. The danger, if any, lies in the 
fact that inexperienced and younger 
credit men may place too great reliance 
on what ratios and trends really in­
dicate.
“Mind you, I am not poking fun at 
your mathematical manipulation of fi­
nancial statement items. I wish you 
much pleasure with your slide rule and 
hope for ever increasing dexterity in its 
use by you. But I feel free to suggest 
that you do not entirely abandon the 
old methods of appraising credits of a 
borrower or a customer. ’ ’—From address 
to Members of New York Credit Men's As­
sociation as reported in Bulletin of that 
Association.
oranda, the cost, and the identification 
number. These cards or sheets may be 
kept in appropriate files or binders and 
become, in effect, a subsidiary ledger sup­
porting the equipment account. When 
the piece of equipment is retired from 
service or sold, the identification num­
ber appearing on the article will enable 
it to be identified with the book record.
The card or sheet may also provide 
a section in which to record the amount 
of depreciation credited for that piece 
of equipment each year to the reserve 
account. The details respecting depre­
ciation on the card or loose-leaf record 
will be subsidiary to the reserve for 
depreciation account. In the event that 
a particular piece of equipment is retired 
or otherwise disposed of, the amount 
of depreciation recorded on the card for 
that piece of equipment will represent 
the amount to be charged against the 
reserve account.
The record may also, of course, make 
provision for recording, by means of 
appropriate columns or in other manner, 
the cost of repairs and of other informa­
tion that might be desired by the man­
agement. In the instance of a machine, 
the production output, the consumption 
of lubricants,the consumption of power, 
the number of hours during which the 
machine was operated, and the like, are 
matters of interest. In the instance of 
an automobile truck, the mileage, the 
cost of gasoline, the cost of fuel, the 
cost of tires, the cost of repairs, and 
other information is desired. There is 
no limit to the memorandum data that 
may be entered on the record.
Recent Illinois Accountancy Legislation 
Held Unconstitutional
Supreme Court of Illinois renders important decision  Former 
status of Certified Public Accountants restored   Important 
victory obtained in test case brought by Committee of 
Certified Public Accountants Full text of decision  
IN the Supreme Court of Illinois. Feb­ruary Term, A. D. 1926. George E. Frazer, et al., Appellants, vs. A. M. Shelton, as Director of the Depart­
ment of Registration and Education, 
State of Illinios, Appellee. Appeal 
from Circuit Court, Sangamon County
Opinion of the Supreme Court 
Rendered February 18, 1926
Mr. Justice Stone delivered the opin­
ion of the court:
Appellants filed a bill against appel­
lee, as director of the Department of 
Registration and Education of the State 
of Illinois, seeking to enjoin the en­
forcement of a certain act relating to 
the business of accounting, on the 
ground that the act is unconstitutional, 
unreasonable, and constitutes an arbi­
trary and improper exercise of the po­
lice power of the State. Appellee de­
murred to the bill and the demurrer 
was sustained. Appellants having elec­
ted to abide the bill the same was dis­
missed for want of equity. The cause 
is brought here for review and various 
grounds of attack on the constitution­
ality of the act are assigned and argued.
The statutes attacked are, first, an 
act entitled “An act in relation to the 
practice of public accountancy and to 
repeal a certain act therein named,” 
passed by the legislature in 1925 (Laws 
of 1925, p. 505), and a companion act 
amending section 60 of an act common­
ly known as the Civil Administrative 
Code. (Laws of 1925, p. 577.) The 
attack on the latter act is based on the 
invalidity of the Accountancy act, 
against which the arguments of counsel 
are leveled.
The first section of the Accountancy 
act provides that after the first day of 
October, 1925, it shall be unlawful for 
any person to practice or attempt to 
practice as a public accountant or cer­
tified public accountant without a cer­
tificate of registration as such issued by 
the Department of Registration and Ed­
ucation pursuant to the amendment of
section 60 of the Civil Administrative 
Code, hereinbefore referred to. “Pub­
lic accountancy” is defined by section 2 
of the act as “accounting or auditing 
service as distinguished from book­
keeping, on a fee basis, per diem or 
otherwise, for more than one employ­
er.” It is provided by section 3 of the 
act that any citizen of the United States, 
or one who has declared his intention 
of becoming such, and who resides in 
or has a place for the transaction of busi­
ness as a public accountant in the State, 
if he be over the age of twenty-one 
years, of good moral character, has an 
education equivalent to a four-year 
course in high school, and has received 
from the Department of Registration 
and Education, under the provisions 
of the act, a certificate of his qualifica­
tions to practice as a public accountant, 
shall be styled and known as a public 
accountant, “and no other person shall 
assume such title or use any abbrevia­
tion thereof, or other words or letter 
signifying that the person using the 
same is a public accountant, except as 
permitted by this act.” It is also pro­
vided in that section that five years’ 
experience of the applicant as a public 
accountant in business for himself or 
in the employ of a public accountant 
shall be accepted as equivalent to a 
high school education. Section 4 pro­
vides that any person having the qual­
ifications referred to in section 3, and 
who shall have received from the De­
partment of Registration and Educa­
tion, under the provisions of the act,
a certificate of his qualifications to 
practice as a certified public accountant, 
shall be styled and known as a certified 
public accountant, and “no other per­
son shall assume such title or use the 
abbreviations ‘C. P. A.’ or any other 
words or letters signifying that the per­
son using the same is a certified public 
accountant, except as permitted by this 
act.” It is made clear by these pro­
visions that one who has received from 
the Department of Registration and 
Education a certificate qualifying him
to practice as a public accountant is 
not entitled, under the act, to hold him­
self out as a certified public accountant 
or use the letters “C. P. A.” or any 
words or letters of such significance, 
and that one who has not received a 
certificate provided for in these or sub­
sequent sections is not permitted to prac­
tice accountancy for more than one em­
ployer. Section 5 provides that the 
Department of Registration and Edu­
cation shall make the necessary rules 
and regulations regarding examinations 
and the time thereof. Section 6 speci­
fies the subjects on which examinations 
shall be held. It then provides: “Each 
candidate who passes said examination 
shall thereupon receive a certificate of 
his qualifications to practice as a pub­
lic accountant from the department, 
which certificate shall state that said 
candidate has successfully passed the 
examination in order to be qualified 
and known as a ‘public accountant’ and 
shall authorize the said successful can­
didate to so style himself and to be 
known as such.” Section 7 fixes the 
fees for such examination. By section 
8 it is provided that those who shall 
have received a certificate as a certi­
fied public accountant from the Univer­
sity of Illinois under the accountancy 
act of 1903 may practice under this law 
without further examination. By sec­
tion 9 any person holding a valid and 
unrevoked certificate as a certified pub­
lic accountant issued by any other State 
or Territory or by the District of Colum­
bia who desires to practice as a certi­
fied public accountant in this State may 
present his application for a certificate 
as a certified public accountant in this 
State, together with the required fee 
and such information as the department 
may consider necessary, and the depart­
ment, if it be satisfied that the require­
ments for a certificate in such other 
State or territory or in the District of 
Columbia are equivalent to those in 
this State and that the applicant has 
the qualifications required of an appli­
cant in this State, may issue a certificate
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as a certified public accountant to such 
applicant without examination, pro­
vided such other State or territory or the 
District of Columbia extends a simi­
lar privilege to certified public account­
ants of this State. Section 10 provides 
for the revocation of certificates issued 
under this act or any prior act. It is 
provided by section 11 that nothing in 
the act shall prohibit a certified public 
accountant holding an unrevoked cer­
tificate issued in compliance with the 
law of another State, from practicing in 
this State and styling himself a certified 
public accountant, provided he register 
annually with the department and pay 
the annual license fee provided in the act. 
All who are permitted by the depart­
ment to practice as certified public 
accountants or as public accountants are 
required by section 12 of the act to pay 
an annual license fee of five dollars. By 
this section it is made unlawful for any 
public accountant under this act to prac­
tice as such after ten days from the date 
on which such license fee is due. Cer­
tified public accountants do not appear 
to be made subject to this penalty. 
Section 13 is as follows: “The Depart­
ment of Registration and Education 
shall waive the examination and issue 
a certificate to any person who is a citi­
zen of the United States or has duly de­
clared his intention of becoming a citi­
zen, who resides in the State of Illinois 
and who applies therefor on or before 
October 1, 1925, permitting such per­
son to practice as a public accountant: 
Provided, that such person, on July 1, 
1925, shall be practicing as a public 
accountant on his own account, or shall 
have had five years’ experience in the 
employ of either a certified public 
accountant or a public accountant.’’ By 
section 14 it is provided that nothing in 
the act shall be construed to prevent the 
employment by a certified public ac­
countant or public accountant, or a firm 
of such, of unlicensed employees, pro­
vided such employees work under ade­
quate control and supervision of a certi­
fied public accountant or licensed public 
accountant, and provided that such 
employees do not certify to the accuracy 
of any audit or statement made by them 
or their employer. Section 15 provides 
the penalties for a violation of the act, 
and section 16 provides that certified 
public accountants or public account­
ants of other States may practice in 
this State in pursuance of any engage­
ment originating from without this 
State, provided such accountants reg­
ister with the department and pay the 
annual license fee. Section 17 repeals 
the act of 1903 relating to certified pub­
lic accountants.
By the amendment of section 60 of
the act known as the Civil Administra­
tive Code it is provided that the De­
partment of Registration and Educa­
tion shall designate a board of three 
persons for the purpose of assisting in 
the carrying out of the act in relation 
to accountancy. It is provided that this 
board shall consist of one public ac­
countant, one certified public account­
ant and one lawyer, each of whom has 
been actively engaged in the practice 
of public accountancy or of law for at 
least five years next preceding his ap­
pointment. It is by that act made their 
duty to conduct necessary investiga­
tions and examinations and report to 
the department.
Appellants contend that the Account­
ancy act is unconstitutional for the rea­
son that it violates section 22 of article 
4 of the constitution, prohibiting spec­
ial privileges, and the fourteenth amend­
ment to the Constitution of the United 
States, in that it denies equal protection 
of the laws. It is also contended that 
the act is an unreasonable exercise of 
the police power.
In support of the first contention it 
is pointed out that the act confers a 
special privilege on a limited class of 
persons, namely, those persons who on 
the first of October, 1925, were holding 
certificates as certified public account­
ants, and those who under the reci­
procity provision in section 9 hold un­
revoked certificates as certified public 
accountants from other States or such 
as are included in section 11, and that 
no other person may practice in Illinois 
as a certified public accountant and no 
citizen of the State may become such 
under the act. If this complaint is well 
founded the act is invalid as contra­
vening section 22 of article 4 of the 
constitution of this State, which pro­
vides : ‘ ‘The General Assembly shall not 
pass local or special laws * * * granting 
to any corporation, association or indi­
vidual any special or exclusive privilege, 
immunity or franchise whatever.” An 
examination of the act shows that no 
provision is made for licensing any citi­
zen of Illinois as a certified public ac­
countant who was not such at the time 
the act went into effect. The only pro­
vision for the issuance of a certificate 
by the Department of Registration and 
Education in case of examination, or to 
anyone after October 1, 1925, other 
than persons holding foreign certifi­
cates or certificates under the act of 
1903, is found in section 6, where it is 
provided that each candidate who 
passes the examination shall receive a 
certificate of his qualifications to prac­
tice as a public accountant, and he shall 
be qualified and known as a public ac­
countant. Section 4 of the act provides
that anyone who shall receive a cer­
tificate of his qualifications to practice 
as a certified public accountant under 
the act may be known and styled as 
such, and no other person may assume 
the title or use the insignia therof, 
either by words or letters. Under the 
act the only persons, other than those 
holding foreign certificates, who may 
receive certificates as certified public 
accountants are those who were certi­
fied public accountants on October 1, 
1925. By section 3 any person who 
has received a certificate from the de­
partment entitling him to practice as a 
public accountant may be known as 
such and no other person shall assume 
that title.
While the examinations provided for 
in section 6 take no account of distinc­
tions between public accountants and 
certified public accountants, by section 
4 a person who receives a certificate as a 
‘ ‘public accountant” may not hold him­
self out as a “certified public account­
ant,” for, as we have seen, the lang­
uage of that section is, “no other per­
son” shall assume the title or use the 
insignia of the title of certified public 
accountant. The qualifications pre­
scribed by sections 3 and 4 of the act 
for public accountant and certified pub­
lic accountant are the same except the 
requirement that the certificate of the 
board be had, which in section 3 is a 
certificate as public accountant and in 
section 4 a certificate as a certified pub­
lic accountant. It appears clear, there­
fore, that the act necessarily operates 
to the advantage of the few persons 
who held certificates as certified public 
accountants prior to October 1, 1925, 
and those holding such certificate from 
an outside State, and discriminates 
against all other persons engaged in 
the business of accountancy, none of 
whom can ever become a certified pub­
lic accountant in this State. An account­
ant who is employed by more than one 
employer, thereby under section 2 of 
the act practicing public accountancy, 
or one who is certified as a public ac­
countant who desires to take an exami­
nation and have issued to him a certifi­
cate showing that he is a certified pub­
lic accountant, finds in the act no means 
of accomplishing that end. The de­
partment is by the act given no au­
thority to issue any certificate except 
that of public accountant.
Appellee contends that there is no 
difference between a public accountant 
and a certified public accountant, that 
the law recognizes none, and that one 
who is, in fact, certified by the depart­
ment as a public accountant is, in effect, 
a certified public accountant. This con­
tention is not sustained by the language
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of the act. Section 4, as we have seen, 
prohibits the use of the term “certified 
public accountant’’ by any person who 
does not meet the description of a cer­
tified public accountant as given in the 
act, and there is no way in which he 
can do so. It will be also noted that 
throughout the act accountants appear 
to be classified as public accountants 
and certified public accountants. The 
companion act amending section 60 of 
the Civil Administrative Code specifies 
that the examining board shall consist 
of one public accountant, one certified public accountant and one lawyer.
throughout the history of the law in 
relation to accountancy in this and 
other States there runs a distinction 
between a public accountant and a cer­
tified public accountant. In this State, 
under the act of 1903 (Smith’s Stat. 
1925, chap. 110½), the opportunity to 
receive a certificate from the Univer­
sity of Illinois as a certified public ac­
countant, under the examinations pre­
scribed, was open to anyone. No one 
was denied the privilege of holding 
himself out as a public accountant. 
Legislation on this subject in this and 
other States indicates that there is in 
the public mind, and in legislation as 
well, a recognized distinction between 
a public accountant and a certified pub­
lic accountant. The act under consid­
eration here not only does not destroy 
that distinction, but, on the other hand, 
accentuates it. In the States of Louisi­
ana, Maryland, Michigan, North Caro­
lina and Tennessee acts have been 
passed providing for the registration of 
accountants, both as certified public 
accountants and as public accountants. 
In none of these States except Tennes­
see is one prohibited from practicing 
accountancy, but the certificate as cer­
tified public accountant is by the act 
taken as evidence of investigation and 
certification of certain qualifications 
which are not so signified by the cer­
tificate as public accountant. No one 
in the four States mentioned is denied 
the right to do accounting for as many 
persons as will employ him. Numerous 
States have likewise provided that cer­
tain audits and investigations shall be 
made by certified public accountants. 
In Massachusetts the legislature in 1921 
passed an act authorizing certified pub­
lic accountants, approved by the State 
Commissioner of Banks, to make audits 
of savings banks. (Mass. Gen. Laws 
of 1921, chap. 168, sec. 17.) In Penn­
sylvania it is provided that certain 
school districts may employ certified 
public accountants to audit their books. 
(Pa. Laws of 1925, secs. 2603, 2523.) 
In Michigan, finance companies operat­
ing under declarations of trust are re­
quired to be examined by the State 
Banking Commissioner, who is in turn 
authorized to accept the report and 
audit of a certified public accountant 
in place of such examination. (Mich. 
Pub. Acts of 1925, p. 461.)
Accounting, or Auditing, by reason of 
very great increase in industrial de­
velopment, has become a vocation of 
increasing importance. In addition to 
its many uses in a commercial way 
those uses have increased under vari­
ous laws concerning municipalities and 
through the taxing provisions of State 
and Federal laws. In 1924 Congress 
created the United States Board of Tax 
Appeals, authorized to adopt rules per­
taining to the conduct of its business. 
An examination of those rules discloses 
that the only accountants authorized to 
appear and practice before these boards 
are certified public accountants. From 
a consideration of these various laws 
and the usages commonly known to all 
engaged in such business as requires 
the services of an accountant, it must 
be said that there is in the public 
mind a marked distinction to be drawn 
between a public accountant and a cer­
tified public accountant, and it is evi­
dent that the act under consideration 
here does not tend to destroy such dis­
tinction. That distinction, together 
with the fact that under this act no cit­
izen of Illinois not now a certified public 
accountant can become such, clearly 
demonstrates a special privilege accord­
ed to those who are allowed to hold 
themselves out as certified public ac­
countants and a discrimination against 
those who are not allowed so to do or 
to become certified public accountants. 
This discrimination is not founded on 
any reasonable basic classification.
There is another unreasonable dis­
crimination appearing in the act. By 
section 13, as we have seen, examina­
tions are waived and certificates must 
be issued to any person who is a citizen 
of the United States or has duly de­
clared his intention to become such, 
who resides in this State and who ap­
plies, on or before October 1, 1925, for 
a certificate permitting him to practice 
as a public accountant, provided such 
person shall on July 1, 1925, be practic­
ing as a public accountant on his own 
account or shall have had five years’ 
experience in the employ of either a 
certified public accountant or a public 
accountant. By this act, one who on 
June 30, 1925, commences practicing 
as a public accountant on his own ac­
count may register as such on or before 
October 1, 1925, because he was prac­
ticing as a public accountant on his 
own account on July 1, 1925, and this 
though he shall have had no previous
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experience, while one who has had four 
years and eleven months’ experience 
in the employ of either a certified pub­
lic accountant or a public accountant 
can not receive a certificate as public 
accountant without examination. There 
is no reasonable basis for the discrimi­
nation between such two persons. While 
a statute intended to be prospective 
may provide that it shall not apply to 
those already in the occupation to be 
licensed, under conditions named, (Peo­
ple. v. Logan, 284 Ill. 83; People v. 
Evans, 247 id. 547; Williams v. People, 
121 id. 84); such exemption must be 
made to apply, equally to all sim­
ilarly situated. Again, by section 9 
of the act a person holding a certificate 
as a certified public accountant of an­
other State or Territory who desires to 
be registered and receive a certificate 
as a certified public accountant of this 
State must pay the sum of $25, and if 
he would escape examination he must 
satisfy the department that the State 
issuing the certificate to him has re­
quirements equal to those of this State 
and that the applicant is qualified to 
that extent, though under section 11 
one who holds a certificate of certified 
public accountant of another State or 
territory may come into this State and 
practice by registering and paying the 
annual license fee of $5. So far as the 
provisions of the act are concerned, he 
may move into the State and continue 
his business as a certified public ac­
countant without the certificate of the 
department that he is qualified as such 
and without inquiry on its part as to 
the requirements of the State issuing 
the certificate to him. It is thus seen 
that in the second case a certified public 
accountant under a foreign certificate, 
merely by registering and paying the 
annual fee, has all the benefits of the 
act that would flow to such certified 
public accountant who desires to have 
or has the certificate of the department 
of this State. Again, by section 12 
public accountants are subject to a 
penalty should they practice when their 
annual license fee is ten days overdue, 
though no such penalty is imposed on 
certified public accountants. A stat­
ute can not be sustained which applies 
to some persons or cases and does not 
apply to all persons and cases not 
essentially different in kind. Josma v. 
Western Steel Car Co., 249 Ill. 508; 
Off & Co. v. Morehead, 235 id. 40; 
Braceville Coal Co. v. People, 147 id. 
66; Frorer v. People, 141 id. 171; Mil­
lett v. People, 117 id. 294.
Another question is raised. It is ob­
jected that the act is an unreasonable 
excerise of the police power. The term 
“police power” comprehends the power
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to make and enforce all wholesome and 
reasonable laws and regulations neces­
sary to maintain the public health, 
comfort, safety and welfare. Section 
1 of article 2 of the constitution pro­
vides: “All men are by nature free and 
independent, and have certain inherent 
and inalienable rights—among these 
are life, liberty, and the pursuit of hap­
piness.’’ The right to follow any of the 
common occupations of life is an in­
alienable right. That right is one of 
the blessings of liberty, and is accorded 
as a privilege to the citizens of the 
United States by the preamble to the 
Federal Constitution, and by the Decla­
ration of Independence, under the lan­
guage, “pursuit of happiness.” The 
right of a citizen to pursue ordinary 
trades or callings upon equal terms 
with all other persons similarly situated 
is a part of his right to liberty and 
property. Bessette v. People, 193 Ill. 
334; Allgeyer v. Louisiana, 165 U. S. 
578; Powell v. Pennsylvania, 127 id. 
678.) “Liberty,” as used in the Con­
stitution, embraces the free use by all 
citizens of their powers and faculties, 
subject only to the restraints necessary 
to secure the common welfare. The 
right to contract is both a liberty and 
a property right. (Frorer v. People, 
supra; Braceville Coal Co. v. People, 
supra.) It is, of course, well estab­
lished that the right to liberty, prop­
erty and the pursuit of happiness is 
subject to the reasonable exercise of the 
police power of the States. The end to 
be secured by the exercise of the police 
power is the furtherance of the public 
health, comfort, safety or welfare, and 
unless an act restricting the ordinary 
occupations of the citizen can be shown 
to fall within the police power such act 
is void, as violating the right of the 
citizen to liberty and the pursuit of hap­
piness. Whether or not the regulation 
of an occupation has in it the elements 
of protection to the public health, com­
fort, safety or welfare is a matter not 
always easy to determine. The ques­
tion is here presented. Does the busi­
ness of accounting affect the public 
health, comfort, safety or welfare? Un­
less it does its restriction is not per­
mitted under the Constitution. It is 
readily seen that the profession of law, 
by reason of its influence on the safety 
of the rights of property and liberty, 
does affect the public welfare; that the 
science of medicine, surgery and other 
treatment of human ills or the preven­
tion of disease directly affects the pub­
lic health; and that the manner of con­
struction of buildings may well be said 
to affect the public safety. What is 
there in the business of accounting 
upon which the exercise of the police
power may be based? Any act of ac­
counting, as distinguished from book­
keeping, when for more than one em­
ployer, is deemed by this act to be pub­
lic accounting and may not be engaged 
in without the prescribed certificate. 
The statute in this case is not limited, 
to those who would do an accounting 
business with municipalities or other 
public agencies, therefore the necessity 
for police regulation must appear, if . 
at all, by reason of the relationship of 
an accountant to private business con­
cerns by which he is employed and 
thereby to the public welfare. An “ac­
countant,” as that term is defined by 
standard lexicographers, is one who is 
skilled in, keeps or adjusts accounts. 
Accounting is defined as the act or sys­
tem of making up or stating accounts. 
It is readily seen that an incompetent 
accountant may render an inaccurate 
report and cause his employer to make 
a business error. This creates no ef­
fect upon the public, however, unless 
the relationship existing between the 
public welfare and the private business 
so affected is so close as to establish 
that influence. Assuming that an audit 
shows a business failure, such failure 
while by no means desirable, does not 
ordinarily affect the public welfare, and 
if it did, it is not the work of the ac­
countant but the condition of the busi­
ness that bears such influence. In or­
der to say that private business must, in 
the interest of public welfare, employ 
one certified by the State, it must ap­
pear that the effect of an audit of that 
business is a matter of public welfare 
and not of private concern. If it is the 
latter, the audit has no element of pub­
lic welfare in it, and a law prohibiting 
or licensing the business of one who 
makes such audit is but an unwar­
ranted regulation of private business 
and the right to contract. To say that 
private business must submit to an 
audit on stated occasions goes no 
further, in principle, than to say that 
private business may not employ whom 
it chooses to make such audit. While 
restrictions of such a character are im­
posed upon public utility corporations 
by reason of the interest of the public 
therein, no law, so far as we are ad­
vised, has gone to the extent of at­
tempting to so regulate purely private 
business. The business of accounting 
for private employers has in it none of 
the elements of a public utility. Laws 
passed by various States on this subject 
have authorized the conferring of de­
grees upon accountants who pass an ex­
amination or have provided for the is­
suance of certificates of qualification. 
These laws have been passed in the 
interest of those engaged in the busi­
ness and for their protection and ad­
vantage rather than in the interest of 
the public welfare.
Counsel for appellee have cited cases 
which hold that the accountancy acts 
considered therein are valid. The acts 
referred to in those cases, however, con­
tained no provision prohibiting any citi­
zen following the business of an ac­
countant, though employed by more 
than one employer. They are acts which 
regulate the use of the term “public 
accountant” or “certified public ac­
countant.” Section 1 of the act under 
consideration here makes it unlawful 
for one who has not been certified by 
the Department of Registration and 
Education to practice the business of 
accountancy, which section 2. defines as 
such employment by more than one em­
ployer.
In People v. Marlow, 2.03 N. Y. Supp. 
474, a law prohibiting the use of the 
degree or title of certified public ac­
countant, or “C. P. A.,” by one who 
had not obtained a certificate from a 
designated board was sustained on the 
ground that public accountancy is a 
well recognized business, and that the 
following of that business was not by 
the act made to depend upon the issu­
ance of a license or special qualification, 
but the statute prohibited the use of 
such title or degree without the cer­
tificate of the board.
In Henry v. State, 97 Tex. Crim. 67, 
2.60 S. W. 190, Henry was prosecuted 
for holding himself out as a holder of a 
degree as a certified public accountant 
and using the initials “C. P. A.,” 
though a statute of that State pro­
hibited the use of such term without 
proper certificate. The law was sus­
tained, and the court stated that the 
act was not invalid since it did not 
inhibit the pursuit of the occupation of 
accountant but only the unauthorized 
use of the term “certified public ac­
countant” or the letters “C. P. A.”
In Lehmann v. State Board of Public 
Accountancy, 2.08 Ala. 195, 94 So. 94, 
a law requiring a certificate of a desig­
nated board as a prerequisite to the use 
of the term “certified public account­
ant” or the letters “C. P. A.” was held 
valid because the restriction was with 
reference to the accountant holding 
himself out as a certified public ac­
countant, and it is pointed out that the 
act did not prohibit any citizen from fol­
lowing the vocation of an accountant. 
To the same effect is State v. De Verges, 
153 La. 349, 95 S. E. 805.
Counsel have cited no case, and we 
arc aware of none, which holds valid an 
act which prohibits a citizen following 
the occupation of accountant or limits 
his employment to one person or firm
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unless he have a certificate. In State 
v. Riedell, 2.33 Pac. (Okla.) 684, a law 
similar to the one under consideration 
here was held invalid as not within the 
police power in so far as it prevented 
the practice of accountancy without a 
certificate of a board created by the act. 
An act designed to secure the comfort, 
safety, or welfare of the public must 
appear to be adapted to that end. It 
can not invade the rights of personal 
liberty or of property under the guise 
of police regulation, when, in fact, it 
bears no reasonable relation to some 
purpose within the power of the State. 
Burdensome restrictions may not be 
imposed on the ordinary vocations of 
the citizen unless such restrictions are 
necessary in the furtherance of some 
purpose within the competency of the 
State. People v. Love, 2.98 Ill. 304; 
People v. Steele, 231 id. 340; Ritchie 
v. People, 155 id. 98; Meyer v. Ne­
braska, 262 U. S. 399; Pierce v. Sisters 
of Holy Name, advance opinions U. S. 
July 1, 1925, p. 688.
We do not say that it is beyond the 
power of the General Assembly to enact 
a statute requiring that no one shall 
use the term “certified public account­
ant’’ or the term “public accountant” 
without having met the requirements 
of such an act. Such a provision may 
well be within the power of the legis­
lature on the ground that it is to the 
public interest that no one shall use a 
term indicating that he has been ex­
amined and certified as an accountant 
when such is not the fact. Of such 
character was the Accountancy act of 
1903, herein referred to. By section 6 
of that act anyone who represented 
himself to the public as having received 
the certificate provided by the act, or 
who made use of the term “certified 
public accountant” or its abbreviation, 
was declared guilty of a misdemeanor. 
Such is a misrepresentation which the 
legislature may prevent by statute. 
There is, as we view it, however, a wide 
difference between acts of such char­
acter and one which provides that no 
one who has not received a certificate 
as public accountant from the Depart­
ment of Registration and Education 
shall be allowed to work at the business 
or occupation of accountancy for more 
than one person. Such an act does not 
spring from a demand for the protec­
tion of the public welfare, but is an un­
warranted regulation of private busi­
ness and the right of the citizen to pur­
sue the ordinary occupations of life. 
For these reasons it was error to sus­
tain the demurrer and dismiss the bill.
The decree of the circuit court is re­
versed and the cause remanded, with 
directions to overrule the demurrer.
College Men Wanted
THE American Institute of Account­ants, recognizing the value of a 
liberal education as a background for 
success in accountancy, has undertaken 
to interest academic students in the 
work of the profession and to provide 
a. medium through which such men may 
be brought into contact with practi­
tioners.
“College men, generally, have evinced 
little interest in the profession, princi­
pally because so little concerning it is 
known in the academic departments of 
universities and in the colleges. The 
general thought seems to have been that 
the profession is made up of men whose 
work consists of verifying detail entries 
and proving the mathematical accuracy 
of records. Few college men appear to 
know that accountancy is a medium 
through which valuable technical ser­
vice is rendered to the business world, 
and that the properly qualified public 
accountant is highly regarded therein. 
Men in colleges have been ignorant, 
apparently, of the fact that account­
ancy now enjoys in the economic scheme 
a place on a plane with law and engi­
neering, and that the opportunities for 
services and reward in accountancy are 
equal to those to be found anywhere in 
the professions or in business. However, 
one outstanding point of information 
with which students are familiar is the 
unsteadiness of employment, due to 
seasonal fluctuations in the volume of 
practice. The accountancy profession, 
of course, is well known for the manner 
in which men are absorbed during the 
winter months and released during the 
spring and summer.
Many commercial organizations 
which need young men have been active 
in bringing their opportunities to the 
attention of college men. Until now, 
there has been no adequate machinery 
for bringing together men who may 
desire to enter public accounting and 
the accountancy firms which desire such 
men.
“This new activity of the Institute 
which has as its purpose overcoming, 
for desirable prospects, the defects of 
seasonal employment and bringing in­
terested students into contact with mem­
bers of the profession who may desire 
their services, is to be organized through 
a bureau for placements in charge of a 
committee, under the direction of the 
executive committee represented by J. B. 
Niven and F. H. Hurdman. This com­
mittee plans to issue a brochure which 
will describe the work of accountancy 
and suggest, in a general way, the op­
portunities which exist therein. The 
brochure will be distributed through 
the personnel representatives at various 
universities and colleges, in cooperation 
with whom the committee will make 
selections from among students who 
apply for consideration. The brochure 
will be reproduced in The Journal of 
Accountancy.
“Students selected will be registered 
with the Institute bureau for placements 
and be put in touch with public account­
ants who signify their willingness to 
employ a certain number of such men 
for a period of three years, on a grad­
uated basis of compensation, beginning 
at $125.00 a month, the employment to 
be contingent upon the satisfactory per­
formance and advancement of the ap­
pointee. The technical and professional 
training of the men so appointed will be 
arranged by the employers.
“The services of the bureau for place­
ments will be available to all members 
of the Institute and the opportunity of 
application open to students in all uni­
versities and colleges. A fee for the ser­
vices will be charged to employers, but 
no fees will be required of applicants. 
Employers will be asked to pay a fee of 
$50.00 a man: $25.00 at time of request; 
$25.00 when the man has been supplied. 
Such fees are regarded as necessary, in 
order to make the bureau self-supporting.
“The committee is anxious to have 
the comments of all members interested 
in the plan. Men probably will be 
available after July 1, 1926. The general 
publicity which will be undertaken by 
the committee should benefit all mem­
bers of the Institute. Voluntary con­
tributions for the purpose, therefore, 
will not be out of order.
“This activity of the Institute is the 
outgrowth of long discussion and serious 
consideration. It is a concrete attempt 
to help in one way to solve the problem 
with which the profession has been 
faced for several years, namely, that of 
building a permanent staff qualified to 
carry on in a field where the work has 
increased greatly in volume and has 
become increasingly exacting in its de­
mands upon those who undertake the 
practice of accountancy.”—Reprinted 
from the Bulletin of the American Institute 
of Accountants of February 15,
EDITOR’S NOTE: Many college and university 
men have become practicing accountants (after 
study at Pace Institute, and for years representa­
tives of the Pace faculty have, by invitation, ex­
plained the opportunities in accountancy practice 
to seniors in many colleges and universities. There 
is plenty of room, however, for work of the type 
now being undertaken by the American Institute
Accountancy as a Vocation
Straight-from-the-shoulder advice   Helpful 
talk by A.S.Fedde, C.P.A., Chairman of the 
Board of Examiners, American Institute of 
Accountants   Station WHAP  
FROM the time a boy is old enough to talk, his elders amuse themselves with the quaint answers to the oft- repeated question, ‘‘What are you going 
to be when you grow up?” When the 
boy gets into high school, the question 
as to his future becomes more pressing; 
and by the time he graduates, he is ex­
pected to have a very definite aim in 
life. If he is fortunate enough to be able 
to pursue his education further and to 
enter college, he is supposed to have, 
and usually has, a definite notion of 
what vocation he is heading for.
A boy is expected, therefore, between 
the ages of fifteen and eighteen, to make 
a most momentous and serious decision 
with relation to his life. He feels he 
must make an answer to the everlasting 
question, "What do you want to be?” 
and he decides that he will be a lawyer, 
a doctor, an architect, a musician, or 
whatever in his immature judgment, 
and from his limited knowledge, seems 
best; or he lets it go and leaves it to 
chance, figuring he will "just get a job’ ’ 
at anything that will pay him most. 
The lad who just says he will get a job 
may have a burning desire to be some­
thing in particular; but owing to the 
inhibition which sometimes prevents 
self-expression at that age, he says 
nothing, but feels hurt that his parents 
do not understand and arrange of their 
own volition and intuition for him to 
do the thing he wants to do.
Wanted to be an Architect
I knew a lad, for example, who thought 
he wanted to be an architect. Why? 
Because he had a knack for drawing, 
and the profession was made to appear 
attractive because an architect friend 
of the family had a wonderful person­
ality and fascination for him. Well, 
the fascinating architect went away fo 
become a gold prospector, and so the 
youngster’s interest in architecture 
waned. The point I want to bring 
out is this—that a desire to enter a 
vocation can become aroused and the 
step be taken on very meagre informa­
tion. A talent for drawing, it is quite 
obvious, will not make a successful 
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architect. That the qualities of imagin­
ation and constructive genius are neces­
sary for success in that profession were 
unknown to the boy.
Many boys start blindly at this and 
that and expend much time and energy, 
only to have to retrace and start again 
at something else. At the root of the 
difficulty lies just this—the boy is in 
no position to judge what he should 
aim to be, because he doesn’t know 
what the different occupations, trades, 
professions, and businesses involve in 
the way of activities, the kind of talent 
required to enter, the nature of training 
and experience required to get along, the 
heights to which one may aspire, and, 
of considerable importance, the kind of 
service which may be rendered in each 
calling to the community.
Parent Should Co-operate
On such a momentous question, it 
seems to me the parent should act for 
and with the boy in a systematic way 
in order to secure all possible informa­
tion about all vocations that may be 
suitable for him. The effort should then 
be made to choose one that will fit the 
talents, tastes, and aspirations of the 
boy. The need for this procedure is my 
reason for telling something of the pro­
fession of accountancy. I must let the 
other professions, businesses, and voca­
tions, however, speak for themselves— 
I shall speak only for my own profes­
sion, that of public accounting.
Thirty years ago very few people in 
this country knew anything about the 
work of the public accountant. Now, 
most people have a hazy notion about 
the accountant and his work, although 
a large number have a fair idea. I shall 
refrain from technical terms in my at­
tempt to give you information on this 
subject; so it won’t matter whether or 
not you know a balance sheet from a 
balance wheel.
Value of Statistics
I should like to convey some idea to 
you of the value of statistics. Statistics 
are to business what the compass is to
the mariner. Before building a power 
plant in a town, the engineers will 
ascertain how much power the town 
can use, based on its area, population, 
machinery in manufacturing plants, and 
probable growth. Statistics must be 
obtained and considered. Before de­
ciding how many patent lead pencils a 
concern shall make provision to manu­
facture, the management should con­
sider statistics showing, among other 
things, the number of inhabitants there 
are in each county who can read and 
write, and the number of pupils in the 
schools. From these and other data, 
and by using a percentage of probable 
sales to total possible users based on 
other experiences available to them 
through statistics, the management pro­
ceeds to estimate the quantity that 
should be sold during the succeeding 
year. The results from actual operations 
are later tabulated and checked with 
estimates so as to locate the weak points 
in the sales organization, or to correct 
the basis of sales estimates. Before the 
steel corporation can plan the output of 
steel rails, it must first know with sub­
stantial accuracy the needs of the rail­
roads in this and other countries.
Such essential things are learned from 
statistics. Don’t let anyone tell you 
that figures are just compiled to fill 
almanacs, or to give people something 
to do. Figures, figures, figures are used 
everywhere to guide business trans­
actions of every kind, determining for 
today and estimating for tomorrow the 
exchange value of the franc and the 
pound sterling. They are used in estim­
ating the number of farm laborers who 
may come into the country next year. 
They are used in determining how big 
an extension the mill in your town will 
make and whether it is making enough 
money to pay for it, or whether it will 
borrow the money, and whether it will 
be able to pay the interest if it does 
borrow.
The public accountant is called in to 
prepare figures in such a way that the 
business man can read and understand 
them, and the fully developed account­
ant is called in to advise with the 
business man because the accountant’s
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equipment and experience fit him to 
understand figures and to judge condi­
tions. He becomes an interpreter of 
facts as disclosed by figures, and . in 
many instances he is a guide to future 
operations.
The young man, then, to become a 
good accountant, must show indications 
of having a logical mind—that is, a 
mind that comes to conclusions by 
reasoning rather than by remembering. 
Logical thought is more important than 
memory or mathematics. The account­
ant should also be a keen observer, care­
ful in detail, and reasonably patient of 
habit. He should have as good a mental 
background as possible—the account­
ancy profession is crying for college 
men, because college men have had the 
opportunity to develop this background.
Starting in Accountancy
The start in the accountancy profession 
can be made in two ways. First, the 
boy who has the opportunity to go 
through college may take, either in ad­
dition to his arts course, or as a part of 
the school curriculum, a course in ac­
countancy, business administration and 
finance. That sounds as though the boy 
would come out as a full-fledged captain 
of industry! He won’t be a captain, but 
he will have a beginning from which to 
work, and he may become a captain 
some day. The next step after complet­
ing these study courses is to find a public 
accountant to take him into his office. 
Obviously, he is too inexperienced to 
send anywhere as an able accountant, 
but he is ready to receive training. His 
greatest handicap at this point is his 
inability to handle masses of figures 
accurately and expeditiously. The pub­
lic accountant’s work deals with facts 
as translated into figures, and if the 
auditor cannot accurately handle the 
figures, then someone must audit the 
auditor. Naturally, for the first year or 
so, the young man fresh from college 
must be used on miscellaneous work in 
the accountant’s own office and not on 
work in clients’ offices.
The second way to start, and the one 
that appeals to many beginners, is, after 
being graduated from college, to obtain 
a commercial position involving work 
on statistical or bookkeeping records, 
and at the same time to pursue a course 
of accountancy in evening sessions at 
Columbia University, Pace Institute, 
New York University, or some other 
school, and in two or three years obtain 
a position in a public accountant’s 
office. This is the usual way a beginning 
is made, except that most young men 
begin work immediately after they leave 
high school. The young man obtains a
much better background, however, if 
he goes through college before starting 
on his accountancy courses or in work. 
The reason for this may not be apparent 
in the beginning, but it becomes more 
so as time goes on, as the general educa­
tion acquired and the associations formed 
at college make, in later years, a differ­
ence which is rather hard to describe. 
Part of this difference is due to the self- 
possession and the absence of uncer-
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tainty which come from the possession 
(or belief in the possession) of knowl­
edge.
Accountancy Study
In the school of accountancy the stu­
dent will acquire a knowledge of all 
phases of what is commonly known as 
bookkeeping, and the theory of accounts 
as related to many kinds of industry; 
he will receive a good knowledge of 
common law and of some statutory law, 
such as the income tax law, the bank­
ruptcy act, and the like; he will study 
auditing, which is the art of examining 
books and accounts to ascertain if the 
true facts have been recorded; he will 
learn something of practical economics 
and practical finance. He will also learn 
how to judge the value of securities, 
how to judge a good credit risk, and 
many other things valuable to any man 
in any kind of business.
To get back to our muttons (or are
they still lambs?), the young man who 
starts in an accountant’s office must 
expect the first year or two to be some­
thing of a grind, but he must expect 
that anywhere. He will get a very 
modest salary, but the advance will be 
certain if he has any talent for the work. 
His work will consist of checking up 
bank accounts on books of clients, 
checking calculations or inventories, 
verifying inventory prices, examining 
stock records, making calculations of 
various kinds having to do with values 
of insurance policies and prepayments of 
interest, analyzing accounts into sec­
tions to show the totals of the different 
classes of transactions entering into 
each account, and a host of other jobs, 
all under the direction of a senior ac­
countant, who lays out each job to be 
done and instructs very particularly 
how it is to be done. A good descrip­
tion of the work can be found in a little 
book published by the American In­
stitute of Accountants called "The 
Duties of the Junior Accountant.’’
Work as Semi-Senior
The young man in about three years 
should come to the point of being a 
semi-senior accountant—that is, one 
who can take small cases which have 
been done before, and on which the 
work has been planned. He can handle 
such work with only a little direction 
from a supervisor. Assuming a proper 
education, both general and technical, 
a talent for the work, and proper appli­
cation, he should in five or six years be 
a full-fledged senior accountant, capable 
of handling cases, whether old or new. 
(I am assuming also that he has not 
been handling certain other things that 
come in cases.) He should be able to 
check up any set of books and accounts, 
with juniors to help him do much of 
the detail work, and to discover any 
flaws arising from the incorrect hand­
ling of figures or from the departure 
from correct principles of accounting. 
He will be able to discern whether divi­
dends have been paid under proper 
accounting and legal circumstances, 
and whether other acts of officers or 
directors affecting the accounts have 
been properly recorded and are lawful. 
He should be able to plan systems of 
books and accounts designed to furnish 
cost statistics or general financial stat­
istics. He should be able to make in­
vestigations for special purposes—for 
example, to see that the money received 
on the issue of mortgage bonds has been 
used in accordance with the terms of 
the mortgage, or to get at the vital 
points of a business to ascertain its desir­
ability as a purchase.
From this stage, he may be promoted 
to supervisor or branch manager with 
one of the large firms of public account­
ants, or perhaps he may become a junior 
partner, or he may go into practice for 
himself. He should by this time have 
passed the state examinations for the 
C. P. A. (certified public accountant) 
certificate. Possibly, he will have come 
across a business, opportunity on an 
entirely different basis, as corporations 
are generally eager to get trained ac­
countants as office managers, comp­
trollers, treasurers, and the like.
Going into Practice 
If he goes into business for himself as 
a public accountant, the results in a 
financial way will depend, just as in any 
profession, upon his ability to obtain 
and hold clients; which, in turn, de­
pends upon professional ability, person­
ality, social and family connections, and 
the conditions in the section of the 
country in which he is situated. His 
first case he may do alone, and without 
an office, and his net profit will then be 
100 per cent. of the fee. As his practice 
grows, he comes into the position of an 
employer of assistants; so that, with 
payment of salaries to assistants, secre­
taries, and typists, and of office rent, 
telephone charges, tax services, and so 
on, his share of the fee will dwindle 
from 100 per cent to 30 per cent, 2.5 per 
cent, or 20 per cent; but he will have 
greater facilities available for giving 
service and be in position to do larger 
and better work with a well rounded 
out organization.
One feature which adds interest to the 
work is the constant change of scene. 
A case may be dull, but presently the 
scene changes to another location, and 
trips to unusual places are often neces­
sary. You don’t have to join the 
Marines to see the world.
Comparison with other Professions 
The opportunities for earning an in­
come compare very favorably with those 
of the lawyer and the doctor; and, in 
fact, I believe the average result is con­
siderably better. There are exceptional 
cases in which the corporation lawyer, 
the surgeon, and the specialist are able 
to accumulate considerable fortunes— 
but the seller of speculative stocks is 
much more likely to get some of these 
accumulations than he is to get the 
accumulations of the trained account­
ant. The accountant is constantly re­
ceiving a training which would be of 
value in any business, and he can be­
come a rare judge of investments. While 
he may not look forward in the profes­
sion to the meteoric career of a Wool- 
worth or a Henry Ford; still, if he does
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not accumulate his fair share of this 
world’s goods, it will be the fault of 
himself and the circumstances surround­
ing him, and not the fault of choosing 
a poor vocation. He will also have the 
satisfaction of knowing that he is en­
gaged in an extremely useful occupa­
tion—one of service in the upbuilding 
of business and in the extension of 
prosperity.
Frederick G. Colley,
C. P. A., of Arthur Young 
& Co., says:
BUDGETING a business is merely an intelligent and studied projec­
tion into the future—an estimate of 
events to come; what goods sell at, 
what prices and in what volume; what 
these goods will cost in material, labor 
and overhead; the manner and territory 
in which the goods are to be marketed; 
the terms of sale; the procedure and 
probability of collection of resulting 
accounts receivable; prospective dates 
and amounts of payments to creditors 
and to employees (pay rolls); the avail­
ability of funds and their disposition; 
and finally the resulting ‘picture’ of 
these operations so forecast, scientific­
ally tabulated and recorded to the end 
of the period forecasted.
“Scientific budget-making and opera­
tion involve the study of all of these 
conditions, and the preparation of a 
complete balance sheet, or statement of 
assets and liabilities at a future date—• 
six months or more ahead, which will 
result from these carefully planned oper­
ations.
“The incidence of income and ex­
penditure, of revenues and expenses, 
must be thoroughly canvassed and pro­
vided for by months or weeks or even 
shorter intervals, according to the busi­
ness.
“Most important of all, the budget 
must be made a matter of exact record, 
and with the passage of time the actual 
results must be compared with the
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budget estimates in all particulars, and 
the variations of ‘actual’ from ‘budget’ 
must be studied and considered; and, as 
a result of such consideration, policies 
modified or extended to meet unlooked 
for trends which such variations indi­
cate—pointing either to restriction in 
the use of borrowed money or credit or 
even the other way—to the desirability 
of further extended credit.
“A business so conducted will bring 
little or no anxiety to the credit depart­
ments of its creditors.’’—From article, 
“Prophecy versus History,” New York 
Credit Men's Association Bulletin.
CHARLES M. KOLLIN, a graduate of 
Pace Institute, New York, announces 
the opening of offices for the public 
practice of accountancy at 15 Park 
Row, New York City.
WAYNE KENDRICK, C.P.A., and 
LESTER PRATT, C.P.A., announce the 
formation of a partnership for the 
general practice of accountancy, under 
the firm name of Kendrick, Pratt & 
Company, in the Hibbs Building, 
Washington, D.C. Mr. Kendrick was 
graduated from Pace Institute in 1923.
PAUL F. HAROTH, Class E-502, Bos­
ton Pace Institute, has transferred his 
office to 456 Park Square Building, 
Boston, for the public practice of 
accountancy.
Accountant as Credit 
Manager
WHEN the manager of the Adjust­ment Bureau of the New York 
Credit Men’s Association wanted an 
assistant to relieve him of some of his 
burdensome tasks, he chose a man with 
five and a half years’ accounting ex­
perience. The man he picked was Jack 
E. Hodges, of El Paso, Texas, who, for 
over five years, was employed by 
Armor & Company as auditor and 
accountant. This action illustrates the 
growing tendency on the part of credit 
executives to employ men who have 
had practical experience in accounting.
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Good Personality— What Is It?
The four elements—Sound physical condi­
tion, unselfishness, proper dress, and good 
English   All attainable qualities   Radio 
talk by Homer S. Pace   Station WMCA
THE job is the one big chance that the most of us have to do our work and to receive our share of the re­wards of labor. Success in the job, the 
world over, depends upon technical 
ability and good personality.
Can you imagine what would happen 
to the city of New York if all the job­
holders were to be suddenly transported 
tonight to some foreign shore? The few 
people of leisure who would remain 
would be people of leisure no longer— 
they would cook their own meals; they 
would drive their own cars so long as 
there was gas in the tanks; they would 
get along without the telephone, the 
telegraph, the radio, and the news­
papers; and they would very soon be 
making a living by fishing off the 
wooded shores of Manhattan, just as 
the Indians did when Sir Henry Hudson 
first sailed up the river that bears his 
name.
Ability to do well the work of a job 
is, of course, essential to the job­
holder’s success. This technical ability 
is developed by experience and training 
in the work of the job, and by overtime 
study. The latter not only helps a man 
along in his own organization, but it 
develops a general vocational value that 
enables him, in case he loses his job, to 
market his services elsewhere.
But there is another and a more subtle 
quality that operates to help a man 
along—to make him doubly valuable to 
his employer. I refer to that quality 
which we know, for lack of a better 
name, as “good personality.”
What Is Good Personality?
What is good “personality”? Is it 
a quality that can be cultivated and de­
veloped? Let us consider this important 
quality that supports technical ability 
and helps a man or woman along to 
vocational success.
Consider good personality with rela­
tion to the work of the president of a 
bank. He must understand, of course, 
the business of making loans and of run­
ning the mechanism of a bank, but even 
more he must be able to retain the friend- 
ship of his clientele, even though he
does not let every man who is hard up 
for a loan take all he wants from the 
vaults of the bank. He must also very 
largely bring his directors to an accept­
ance of his ideas of management, and 
all day long he must use abilities that 
are not in themselves of a technical 
banking nature. His personality is a 
vital factor in every phase of his work.
The same importance attaches to per­
sonality in every vocation. Without it, 
the professional man, who collects fees 
for his services, can not establish a 
practice, and without it a salesman can 
not make sales. The employee who 
makes himself agreeable in the per­
formance of his work, no matter wheth­
er he is a bookkeeper, a stenographer, a 
printer, a painter, a carpenter, or even a 
common laborer, has a better chance to 
retain his position and to obtain ad­
vancement that the worker who is a 
grouch and who is non-cooperative in 
his work. Personality everywhere makes 
the difference between positive success 
and mere getting along.
If we admit the importance of this 
supporting quality, as we certainly must 
do, the question immediately arises, can 
good personality be acquired and devel­
oped the same as a technical quality, or 
does it come solely as a matter of inheri­
tance? Does it descend from parents to 
son like a royal prerogative, or is it a 
state to which you can nominate and 
elect yourself? I think good personality 
is attainable for anyone who cares to 
acquire it—that it is largely a product 
of one’s own efforts, as I shall now 
explain.
Bearing of Good Health
A reasonably good physical condition 
is one of the essentials of a good person­
ality. Why? Simply because the person 
who is ill or run down in physical con­
dition is likely to be irritable—is likely 
to develop a state of mind that is ab­
normal, and that does not radiate good 
cheer and optimism. While a good 
physical condition is somewhat a mat­
ter of inheritance, its preservation and 
development are very much in one’s own 
hands.
Good health is principally a matter of 
eating the right foods at the right times 
and in the right amounts, of sleeping a 
sufficient number of hours, and of taking 
enough exercise to maintain the normal 
functions of the body. Recreation that 
consumes part of the hours that should 
be devoted to sleep is not recreation at 
all, and results in a lowered physical 
tone that registers unfavorably in the 
day’s work. Injudicious eating and the 
lack of exercise likewise break down a 
person’s physical efficiency.
The person who is not strong physi­
cally should be especially careful in all 
these matters. It often happens that a 
person who is not particularly robust, 
obtains a much better work result 
through careful and frugal use of his 
strength than the person who is stronger 
naturally and who abuses his gifts. I 
know a man of 60 who had his spine 
seriously injured by the collapse of a 
building when he was a young man. 
He lay for months with his legs para­
lyzed, but eventually was able, after 
weary hours of mental concentration, to 
wiggle a toe. Finally he became able 
to wiggle all his toes, then to move a 
foot, and at last he was able to walk. 
He has never quite recovered the normal 
use of his legs, and has had to use great 
care with respect to his diet and sleep­
ing, but for forty years he has been one 
of the most active and productive 
workers of whom I have knowledge. 
There are relatively few people who can 
not produce such a state of health that 
they radiate courage and optimism as 
they perform the duties of their daily 
work. This kind of physical back­
ground you will always find in a person 
of good personality.
Looking Out For Others
A person of good personality looks 
out for the comfort of other people— 
that is, he is unselfish, and we must set 
this quality down as an essential of 
good personality. If a person of good 
personality is conducting an interview 
in his own office he instinctively makes 
his visitor comfortable. He sees to it 
that his visitor does not face a bright
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light, he remains standing till his 
visitor is seated, and no matter how 
serious a business disagreement may 
arise, he sacrifices his own comfort in 
all matters of incidental social usage, 
for the comfort of his guest. This same 
quality, when possessed by a book­
keeper, leads him to help his fellow- 
worker in obtaining his trial balance. 
It induces an employee to think of his 
employer’s interests and comfort before 
thinking of his own. It is an out-giving 
quality, the exercise of which strength­
ens its possessor while pleasing the per­
sons with whom he comes in contact.
This quality of unselfishness can be 
cultivated and developed like other 
qualities. Very few of us are mean and 
selfish as a settled policy. The most of 
us are, however, thoughtless, and leave 
unperformed many things that could be 
done for the comfort of others without 
any great sacrifice on our own part. If 
you want to develop this quality, start 
out tomorrow to find additional ways 
in which to extend small courtesies to 
your associates. Elaborate the well- 
known Scout rule of doing at least one 
kind act a day—do several such acts. 
Just as surely as you thus exert yourself 
for the comfort of others, you will grow 
in personality; and just as sure as you 
grow in personality you will promote 
your usefulness as an employee and your 
own chances for vocational advance­
ment.
Dress is a Factor
Dress has an important relation to a 
good personality. A professional man— 
the lawyer, accountant, engineer, archi­
tect or physician—should dress well, 
but conservatively. He will never of­
fend a client by wearing clothes of quiet 
colors and patterns, but he may do so, 
and he may lose professional standing, 
if he wears extreme styles. Business men 
generally have a wider latitude in this 
respect than professional men, although 
the man who wears a golf suit to busi­
ness, or who wears conspicuous finger 
rings, or who affects a loudly checked 
suit, detracts from his business person­
ality.
Correct dressing is more a matter of 
the selection of good colors and patterns 
and of upkeep, than it is of buying ex­
pensive clothes. Trousers that are not 
creased, clothes that are soiled, buttons 
that are off—all undesirable conditions 
of this character are due to the lack of 
personal care. A business man who is 
appraising an applicant for a position 
will always be unfavorably affected by 
careless and untidy dress. A naturally 
good personality will be adversely af­
fected if the clothes are extreme, or if
they are in poor condition so far as 
cleanliness and upkeep are concerned. 
Like the other qualities that go to make 
up good personality, good dressing is 
largely within one’s own control. Give 
careful thought, therefore, to the seem­
liness of your attire.
Ability to Speak
The ability to speak well is also vital 
in the matter of good personality, par­
ticularly in office and professional call­
ings. Good speaking requires a knowl­
edge of English, the development of the 
physical organs of speech, and the gen­
eral education that gives a man a foun­
dation for intelligent conversation. Here 
is one of the most productive avenues 
for a person to build up his personality. 
Perhaps a hundred educational institu­
tions in the city, including the univer­
sities, the high schools, and private 
schools such as the Institute, offer ex­
cellent opportunities for one to improve 
his or her English. There is a direct 
vocational advantage in doing this if 
one is engaged in writing letters, in 
stenographic work, in selling, or in 
any other calling requiring the constant 
use of English, and there is the great 
incidental advantage of building per­
sonality.
A person may have a good knowledge 
of English and still not be able to 
speak well. Ability of this kind can 
be developed by participation in public 
speaking courses, many of which are 
available in the evening schools. Do 
not make the common mistake of 
thinking that a public speaking course 
is given nowadays exclusively for train­
ing people to speak in public. For every 
time a person speaks in public he will 
speak a hundred times in private. If 
he develops his voice and obtains pro­
ficiency in organizing and stating his 
views to audiences, he will most surely 
use these abilities in his business and 
social contacts. A much better term 
than public speaking for such courses is 
“oral expression,’’ which covers both 
public and private speaking.
There is plenty of opportunity, also, 
for the person who lacks high school or 
college training, to build up his acad­
emic education by evening courses and 
by systematic reading of good books. 
We are marvelously rich in academic 
opportunities for employed people. We 
have great libraries and museums, even­
ing schools, and every other facility 
needed for developing one’s self as an 
incident to his daily work. The trouble 
is to get large numbers of our people to 
take advantage of these opportunities 
in exchange for an excessive diet of jazz 
and low-grade movies.
Don’t you see that each one of these 
essentials of good personality is a matter 
of personal expression? In good health, 
you express yourself through the op­
timism and cheerfulness that come from 
poise and physical comfort. In looking 
after the comfort of others, you express 
a considerate state of mind that makes 
association with you pleasing to others. 
In dress, you express your own taste 
and such qualities as neatness and pre­
cision. Finally, in English, you express 
your thoughts and ideas. As you walk 
about, your physical state, your attitude 
towards others, your appearance with 
respect to dress and personal upkeep, 
and your spoken words, create for you 
an atmosphere which impresses the peo­
ple with whom you come in contact, 
either favorably or unfavorably. If the 
impression you create is favorable you 
are said to have “good personality.’’
Every employer realizes the positive 
value that comes to his business from 
the employment of persons of good per­
sonality. He seeks such people in order 
that they may represent him in meeting 
customers and in directing other em­
ployees. Finally, he wants, now and 
again, a person of exceptionally good 
personality for association as a co-pro­
prietor, or to fill a high corporate posi­
tion. Good personality is a potent aid 
to advancement at every stage.
If you develop personal qualities as you 
go along, as well as technical work qual­
ities, you will yoke up in effective har­
mony the two great vocational qualities 
that are in demand the world over—the 
technical ability to do the specific work 
of the job well, and the personal qual­
ities that make the work react to the 
fullest good of the entire organization 
of which you are a part.
PACE ALUMNI 
ASSOCIATION
Event: Regular monthly meeting at the 
Machinery Club—the last meeting until 
the Fall—on Saturday, April 17, at 
1.30 P. M.
Special Features: Good dinner, music, 
songs by Joe Myer, and an entertaining 
speaker.
Come out strong and support the new 
president—double last month’s attend­
ance. Reservations will be made by the 
Executive Secretary upon receipt of 
$1.65—check or morey order.
F. M. Schaeberle, Secretary 
30 Church Street, New York
Officers of Accountants’ Organizations
American Institute of Accountants
President, William H. West............................................................ 40 Rector Street, New York
Vice-Presidents, John F. Forbes.............................. 2.03 Crocker Bldg., San Francisco, Calif.
Frederick A. Ross............................................. 360 Madison Avenue, New York
Treasurer, Arthur W. Teele............................................................ 120 Broadway, New York
Secretary, A. P. Richardson............................................................ 135 Cedar Street, New York
American Society of Certified Public Accountants
President, Harry E. Lunsford .... 1003 Pioneer Trust Bldg., Kansas City, Mo.
Vice-Presidents, Charles Hecht Johns-Manville Bldg., 2.92. Madison Avenue, New York
Edwin L. Pride............................................. 40 Central Bldg., Boston, Mass.
A. Lee Rawlings.....................................................407 Law Bldg., Norfolk, Va.
Harry B. Scott.....................................................Oliver Bldg., Pittsburgh, Pa.
H. Ivor Thomas......................................2.2.0 Bartlett Bldg., Los Angeles, Calif.
Secretary, W. L. Harrison......................................72.6 Woodward Bldg., Washington, D. C.
Treasurer, James A. Councilor.............................. 42.6 Woodward Bldg., Washington, D. C.
National Association of Cost Accountants
President, C. H. Scovell............................................. Scovell, Wellington & Co., Boston, Mass.
Vice-Presidents, F. L. Sweetser . . . The Duchess Mfg. Co., Poughkeepsie, New York
W. B. Castenholz. Castenholz, Johnson, Block & Rothing, Chicago, Ill.
Treasurer, Wm. O. Cutter . . Vice-President United States Rubber Co., New York
Secretary, Stuart C. McLeod.....................................................130 West 42-nd Street, New York
New York State Society of Certified Public Accountants
President, Homer S. Pace
First Vice-President, Joseph J. Klein 
Second Vice-President, James F. Farrell 
Treasurer, Harold A. Wythes.
Secretary, Martin Kortjohn .
30 Church Street, New York 
19 West 44th Street, New York 
110 William Street, New York
30 Church Street, New York 
15 Park Row, New York
The Society of Certified Public Accountants 
of the State of New Jersey
President, James F. Hughes 
Vice-Presidents, M. E. Peloubet
T. A. Crane . 
Secretary, J. E. Flink.
Treasurer, Morris J. Hoenig .
110 William Street, New York 
2.5 Broadway, New York
. 120 Broadway, New York 
31 Clinton Street, Newark, New Jersey 
9 Clinton Street, Newark, New Jersey
Sound conceptions of law, of
property rights, of contractual
obligations, of business organizations,
of the relations of capital and labor,
of methods for stating financial facts as a basis
for management or for public control—all
these things make for good citizenship, for community 
strength, for individual effectiveness.
Teaching from the viewpoint of the teachers of Pace Institute, is a com­
munity, as well as an individual, service. In times of economic unrest, 
in periods of prosperity and of depression, year in and year out, these 
teachers strive to impart the principles and the procedures of sound 
business, the legal and the economic concepts of our Anglo-Saxon 
heritage
You are cordially invited to be a part, as a friend, student, or gradu­
ate, in the activities of Pace Institute—to meet its teachers, to visit 
its lecture rooms, to seek its counsel and vocational help.
PACE INSTITUTE
30 Church Street New York
